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Atlantic City Scene 
For Convention Of 
New Jersey Agents 


Homeowners. Rate Cuts Held as 
Too Drastic; See Passage in 1962 
Of Commission Measure 


HUTCHISON NEW PRESIDENT 





President Ryan Reports on Mem- 
bership, Highway Safety and 
Other Activities of Year 


By Epwin N. Eacgr 
Competition—a key word in insurance 
today—from the world famous “Miss 
America” beauty talent contest 
contributed to rather than detracted 
from the 68th annual meeting of the New 
Jersey Association of Insurance Agents 
at Atlantic ‘City September 8-9. The con- 
test tended to boost attendance, running 
to several hundred agents and others, 
interfered not at all with important busi- 
ness sessions at the crowded Hotel Tray- 
more, and the convention ended Satur- 
day in ample time for those who wished 
to attend the glamorous finale of the 
contest that evening. 


and 


Ryan on Homeowners Rates 

During a press conference preceding 
the formal sessions of the convention 
top officers of the New Jersey Associa- 
tion commented on several leading sub- 
jects of current interest in insurance. 
President James ‘L. Ryan stated his be- 
lief that recent Homeowners premium 
tate reductions have been too drastic 
and more than necessary for the qualified 
producer. Despite these cuts agents gen- 
erally are still left in a competitive posi- 
tion, but he finds leading agents able to 
secure and hold good business where 
Service is a factor. 

President Ryan and Executive Com- 
mittee Chairman ‘Robert W. Hutchison 
expressed the view that the so-called 
Freedom-of-Contract bill, which governs 
commission changes, will be passed in 
1962, The bill is now pending in the 
New Jersey legislature, but is tied up 
in committee and action is not expected 
this year. 

John S. Sheiry, state national director, 
touched briefly on the subject of CAPE 

| “Coordinated Advertising Planned En- 
_ deavor—which is attracting national in- 
_ terest and will be made public in detail 
/in the National Association convention 
in Dallas, Tex., next week. The present 
Proposal, a refinement of that originally 
4 (Continued on Page 28) 
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Manhattan Casualty Company 


116 JOHN STREET, NEW YORK 38 
BEekman 3-2200 


SPECIALISTS in SERVICE to PRODUCERS 


WORKMEN'S COMPENSATION GENERAL LIABILITY 
AUTOMOBILE LIABILITY PLATE GLASS 


BURGLARY FIDELITY and SURETY 
FIRE and MARINE ACCIDENT & HEALTH 


and its Life Affiliate 
The Gotham Life Insurance Company 


Of New York 


LIFE GROUP ACCIDENT & HEALTH 

















Another Real Salesmaker.... 


COLONIAL'S 4 to 24 Group Services 


Designed for business firms with a small number of 
employees including active owners, partners and of- 


ficers who want complete group insurance protection. 


Life & A. D. D. 
Loss of Time Weekly Income 
Hospital & Surgical Expense 
Doctor's Visits 
Major Medical 


Plans can be tailor-made to fit any given situation 
regardless of premium amount. 


For information and commission agreements write: 


W. Thomas Fiquet, Vice President 


_. Colonial Life 


18} ¥y97 INSURANCE COMPANY OF AMERICA 
Home Office: East Orange, New Jersey 


Affiliated with Chubb & Son Inc. 


through Federal Insurance Company 











R. M. Defossez Named 
As Deputy Supt. Of 
New York Department 


Former Counsel for Continental 
Casualty Will Be in Charge of 
Department’s Albany Office 


SUCCEEDS WALTER F. BROOKS 


Supt. Thacher Also Announces the 
Appointments of F. W. Hoban, 
N. C. Tedone and H. M. Leeds 


State 
Thomas Thacher announced September 
12 the Raymond M. 
Defossez, a lawyer residing in Bayside, 


Superintendent of Insurance 


appointment of 


Queens, as Deputy Superintendent in 
charge of the Department’s Albany of- 
fice. He succeeds Deputy Superintendent 
Walter F. 
the Department as of Septemer 14. 

1959, Mr. held 


the position of counsel wth the Con- 


Brooks, who is retiring from 


Since Defossez has 
tinental Casualty. He has been stationed 
in its Eastern Department in New York 
as assistant to Resident Vice President 
3efore joining the Con- 
New York 
office in 1956, he practiced law in New 


York City. 
Deputy 


Joseph Norton. 


tinental as attorney in its 


Superintendent Defossez has 


served since 1959 on the education com- 
mittee of the Health Insurance Associa- 
tion of America, for which he prepared 


an instructor’s guide on State Insurance 
Department operations. 

A member of the New York County 
Mr. 


a graduate of St. John’s University Law 


Lawyers Association, Defossez is 
School, having done his undergraduate 
John’s Univers ty College. 
He lives with Mrs. 
two sons in Bayside. 


Walter Brooks’ Background 


work at St. 


Defossez and their 


Mr. Brooks’ retirement follows 22 years 
of service with the Insurance Depart- 
ment. Having ‘held the administrative 
designation of Deputy Superintendent 
since 1950, he was transferred from a 
civil service to an appointive capacity 
with that title, in charge of the Depart- 
ment’s Albany office, in 1959. 

Serving first in the Complaint Bureau, 
he joined the Department in 1939 as 
an examiner, with fire insurance com- 
pany experience. He became Assistant 
Deputy Superintendent in 1949 and Act- 
ing Deputy Superintendent shortly there- 
after. Army service from 1941 to 1945 
took him to the Pacific Theater during 
World War II. A native of Vermont, 
Mr. Brooks plans to retire to his farm 
in Gassetts, Vt. 

Hoban Promoted 


The Department at the same time an- 
nounced the promotion of Fairfield W 
Hoban to the post of associate counsel 
of its Welfare Fund Bureau. Hoban 
served as special assistant counsel to the 
Departinent in 1955, and has been assist- 

(Continued on Page 5) 
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The Chartered Life Underwriter’s key opens wide a life 
insurance man’s future. His C.L.U. studies give depth and scope to his knowledge 
of life insurance. They equip him to provide even more effective service to 
his clients. 

John Hancock is proud to acknowledge the work of the American College of 
Life Underwriters in furthering professional standards in life insurance. Our 
John Hancock men are steadily encouraged to work toward the C. L. U. designation 
as a vital step in their careers. 
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Life Insurance in Focus 


Impact of Investing, Saving and Inflation Upon Life Insurance 
Attitudes; Survey Conducted by Life Insurance Agency Man- 
agement Ass’n and Life Underwriter Training Council 


“The decline in the value of the dollar 
has had little effect in shaping people’s 
attitudes toward life insurance.” This 
js one of the major conclusions drawn 
from the second volume of Life Insur- 
ance in Focus series, based on a na- 
tional consumer survey conducted by the 
Life Insurance Agency Management As- 
sociation and the Life Underwriter Train- 
ing Council. The report is concerned 
with the extent to which persons utilize 
the major nonlife insurance forms of 
investing and saving, as well as the effect 
of gradual inflation on that use. 

The 4,000 household heads in the sur- 
yey were asked how they believe a fam- 
ily should adjust its insurance purchases 
in a period of rising cost of living. The 
largest group, 44%, said the amount of life 
insurance should be increased; 40% said 
the cost of living would not affect the 
amount purchased; and 12% said that less 
life insurance should be purchased. (The 
remaining 4% did not answer the ques- 
tion. ) 

At all income levels a larger propor- 
tion of household heads hold life insur- 
ance than they do of other forms of 
savings or investment. At income levels 
below $8,000, ownership of stocks and 
mutual funds is almost nonexistent. 
Among those with incomes of $15,000 or 
more a year, approximately two-thirds 
reported owning individually purchased 
stock and three in ten reported owning 
mutual funds. 

People who own stock or mutual fund 
shares say they bought because of the 
high return on their money, not to 
provide security or to protect the family. 
Relatively few said they had invested in 
securities rather than buying life insur- 
ance in order to hedge against inflation 

. those that did are almost all in the 
upper income brackets. 

Adequate Insurance First 

When asked about the advisability of 
owning life insurance before investing 
in stock, 70% agreed that people should 
have adequate insurance coverage first. 
However, only 54% believe that other 
people follow this advice. 

People who have invested in stocks 
or mutual fund shares ‘are more likely 
than noninvestors to be owners of such 
fixed-dollar assets as savings accounts, 
government savings bonds, and life in- 
surance. This result holds true regardless 
of income. Among the small proportion 
of investors who owned no _ individual 
life insurance, only 13% said they had 
rejected it because of preference for 
other investments. 

The fact that people own stock or 
mutual fund shares does not mean they 
will not own life insurance or that they 
will let their life insurance lapse. In fact, 
the nonsaver, more often than the saver, 
has dropped all his regular life insurance. 
This does not mean that the nonsavers 
have developed a preference for variable- 
dollar investments. The more obvious 
interpretation is that the factors that 
produce a nonsaver also produce an in- 
dividual who drops all his coverage. 

The major reasons for the increase in 
mutual fund share and stock ownership 
seem to be the overall increase in wealth 
and aggressive selling by the investment 
institutions, rather than a change in the 
public’s attitude toward life insurance. 
From 1947 to 1959 the increase in real 
income of American families has been 
approximately 40%. The conclusion 
seems to be that there would probably 
have been a growth in equity ownership 
even without the urging to “buy Term 
and invest the difference.” The feeling 
that some of the risk of investing in 
stocks ‘has been removed is another pos- 
sible reason for the big growth of these 
investment media. 

It would appear, LIAMA researchers 


conclude, that the investor is not a per- 
son who ‘has raided his life insurance 
and his fixed-dollar forms of savings to 
buy equities. 

The results of this survey suggest that 
people tend to divide themselves more 
according to their ability to accumulate 
assets than by their preferred type of 
investment. This would indicate that it 
is more important to be sure a man un- 
derstands his total need for life insur- 
ance, than to try to convert him from 
being a believer in stock to being a 
believer in life insurance. If he believes 
in investments he probably believes in 
life insurance. Once again, this finding 
points up the need to provide all agents 
with a strong foundation in the basic 
philosophy of life insurance so they will 
not fail to recognize the unique service 
they have to offer. 


Large Attendance Expected 
At NALU Annual Meeting 


With more than 2,000 persons already 
housed in the participating hotels and 
1,250 advance registrations processed to 
date, the 1961 annual convention of The 
National Association of Life Under- 
writers in Denver, September 24-29, ap- 
pears likely to be the largest event of 
its type ever held west of the Mississippi 
River. 

Counting on an additional strong par- 
ticipation from members of the Denver 
Association of Life Underwriters and 
other local associations in Colorado, Con- 
vention Committee Chairman Robert W. 
Frye, CLU looks to an official registra- 
tion of better than 2,000 which would be 
more than 600 ahead of the registration 
for the last NALU convention held in 
Denver in 1937. Mr. Frye is special agent 
for Northwestern Mutual in Denver and 
an NALU trustee. 

The 1961 NALU annual convention of- 
ficially gets underway on Sunday, Sep- 
tember 24, with a “getting acquainted” 
reception and tea, sponsored by the host 


Let’s Remember “The Forgotten Man’ 


Solution to Problem of Better Working Relationship Between 
Field and Home Office Offered in Form of 


“Career Policy for Underwriters” 


By SHERMAN J. EpELMAN 
Executive Vice President, Life Assurance Co. of Pennsylvania, 


Philadelphia, Pa. 


The newly-recruited life insurance 
agent is a pretty lucky guy. Lavish 
sums of money have been spent to per- 
suade him to join his company. Equal 
sums have gone to create attractive and 
practical training curricula. Still more 
money is spent on him in the form of 
advances. All through his training period 
he is mothered ‘and nurtured until the 
moment finally arrives when he’s ready 
to leave the nest and go out into the 
world as a full-fledged underwriter. 

Then what happens? So often our 
pride and joy, the object of all our 
financial favors, becames the forgotten 
man! Little attempt is made to train 
him any further. His personal wants 
and needs are no longer as important 
as when he was in training. The doors 
which were once wide open to him at 
the home office are closed. In short, 
the salesman, the one individual who 
makes possible the very existence of the 
insurance industry, ceases to be an im- 
portant member of the team. 

Under such circumstances, is it any 
wonder that loyalty on the part of the 
agent to his company is getting to be 
a relatively rare commodity? Do we 
really have the right to become indignant 
when the man whom we have so care- 
fully trained leaves us and takes a posi- 
tion with another company? And is 
our anger justified when he makes a 
concerted effort to transfer his clients 
from the old company to the new? 


Where Part of the Blame Rests 


Let me hasten to point out that I 
don’t, by any means, condone such ac- 
tions on the part of underwriters. But 
I do say that I can readily understand 
the reasons for such actions. From a 
purely objective point of view, I can see 
that a great part of the blame rests 
with those of us in the insurance in- 
dustry who control the conditions under 
which underwriters work. 

Life Assurance Co. of Pennsylvania, 
no less than others, has had first-hand 
experience with this problem. We have 
devoted no small amount of time and 
effort toward finding a solution. We be- 
lieve we have found one. Considering 








SHERMAN J. EDELMAN 


that our main business consists of issuing 
insurance policies, our solution would 
seem an obvious one. For it is, in fact, 
an insurance “policy,” albeit an unusual 
one. It calls for no premium. It cannot 
be sold. It has no surrender value nor 
can it_become the basis for a loan. Yet, 
it may very well be the most important 
policy ever delivered to our underwriters! 
The name of this document is the 
“Career Policy for Underwriters.” It 
includes, in the form of benefits, every 
ingredient an underwriter needs to build 
for himself a rewarding career in insur- 
ance sales. By obligating ourselves to 
provide these benefits, we feel we'll 
establish a working relationship with 
our agents that will be of great mutual 
benefit. 
_ By way of clarification, let me men- 
tion several of the subjects covered by 
our Career policy: 


Vested Commissions—Many insurance 








Denver Association of Life Underwriters. 
The ensuing week-long program will be 
preceded, however, by meetings of the 
NALU board of trustees, executive per- 
sonnel of state and local affiliates of 
NALU, and the executive committees 
and/or boards of MDRT and the Amer- 
ican Society, CLU on September 22 and 
23 


Other convention highlights will be: 
Monday, September 25, NALU commit- 
tee meetings, NALU luncheon, Lester O. 
Schriver appreciation dinner. Tuesday, 
September 26, National Council meeting, 
LUTC luncheon, WLRT dinner, agents 
forum; Wednesday, September 27, NALU 
general convention session, MDRT and 
American College Hours, GAMC lunch- 
eon and management program,. associa- 
tion workshop, CLU conferment dinner 
and exercises, “Wild West Jamboree.” 
Thursday, September 28, NALU general 
convention session, public service award 
luncheon, NALU National Counc:l, com- 
pany dinners and receptions, NALU 
president’s reception and ball. Friday, 
September 29, NALU fellowship brunch 
(John Newton Russell Memorial Award 
ceremony). 





companies today do not pay vested com- 
missions. If the agent terminates his 
relationship with the company for any 
reason, he forfeits all further commis- 
sions on business he thas_ produced 
through his own efforts. Still worse, 
many companies will terminate relation- 
ships with the underwriter and then 
limit his subsequent compensation sub- 
stantially or, in some cases, pay him 
nothing at ‘all. Is it then so surprising 
that this man, having gotten the “brush- 
off” from his old company, will attempt 
to. re-write his clients in his new com- 
pany 

LACOP hopes to eliminate this problem 
by guaranteeing vested commissions to 
our agents. This guarantee is spelled out 
in one of the paragraphs of the policy. 
Under its terms, LACOP agrees to pay 
fully vested commissions to the under- 
writer for as long as he or his represcn- 
tative services his accounts, whether or 
not he continues to represent the com- 
pany. 

Cost of Policies—Forty nine states 
have recently enacted legislation adopt- 
ing the 1958 mortality tables. Based on 
the experiences of my own company, 
which has completed conversion to the 
new tables, their adoption by other in- 
surance companies in these states would 
make possible a reduction in premiums. 
Yet, as of this writing, what have the 
companies as a whole done about con- 
verting to the new tables? 

What would be the practical effect of 
this conversion? Well, for one thing, 
lower premiums would make the insur- 
ance agent’s selling job easier. What 
better expression of good fa:th could 
there be than for a company to give its 
agents ‘a competitive advantage by per- 
mitting them to sell a product at the 
most attractive price possible? 

Just such an expression is contained 
in paragraph I of our Career policy, in 
which is outlined our intention of making 
available insurance coverage at prices 


that will give our agents every com- 
petitive advantage. 

Flexibility—How many agents have 
been forced to close their brief cases 


and give a sale up as lost because their 
company didn’t have enough flexibility 
in its portfolio to meet the needs of a 
particular client? I’m convinced this is 
one of the major reasons for an agent’s 
changing companies. 

Does our Career insurance policy cover 
this? It does, in the form of a pledge 
that we will continue to offer the wide 
range of policies now available and will 
issue new forms of coverage as the need 
arises. 

Territorial Protection—Years ago when 


(Continued on Page 4) 
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Credit Insurance Controls 
Approved in Pennsylvania 


\ bill to empower the Pennsylvania 
Insurance Department to regulate the 
sale of credit life and accident insur- 
ance was given final passage by the state 
legislature prior to adjournment of its 
1961 session 

Penalties for violation of the measure, 
which was sent to Governor Lawrence 
for expected signature, would be fines 
ranging from $250 to $1,000 


The bill provides that the controls 


will become effective immediately except 
for approval of rates dealing with de- 
reasing term credit life insurance. The 
control of those rates will become ef- 


fective in March, 1963 


State insurance t yMmissioner Francis 
R. Smith was a strong advocate of the 


measure. He said the former absence of 
-redit insurance controls had been a g: 
redit insurance controls had been a gap 
in state protection of the public 


K. C. Life’s Record Gains 

Every production record in Kansas City 
Life was broken when the August ob- 
servance of President W. E. Bixby’s 
hirthday resulted in a volume of $55,- 
096,622. That amount represented not 
only the greatest volume ever written in 
the President's Birthday Month cam- 
paign of Kansas City Life, but also the 
greatest single month’s production in 
the company’s 66-year old history. Kan- 
sas City Life was founded in 1895. 

The previous record for the month- 
long, nationwide campaign was $54,264,- 
409, established in August, 1960. The 
campaign this year was the 52nd con- 
secutive campaign held by Kansas City 
Life’s agents in 41 states and the District 
of Columbia, honoring the company pres- 
ident 

Also a record in the company’s his- 
tory was the 6,274 applications sub- 
mitted during the month, for a new high 
in that category. The previous record 
was 6,122 submitted last year. 








ASSOCIATE GENERAL AGENT WANTED 


Busy General Agent seeks associate on a partnership basis; someone with either 
good persona! production or with a wide acquaintanceship in the industry, or a 
combination of both. Write in confidence giving details. Box 2939, The Eastern 
Underwriter, 93 Nassau Street, New York 38, N. Y. 








Your United States Life 


General Agent is in 
the Pension Field... 





are 








? 





_ 
YOU NOW HAVE available to you, through your General’ Agent, a new and outstanding | 
Pension and Profit Sharing Program—one that is especially designed for selling to the small 


employer. 
FULLY INSURED PLANS 


COMBINATION PLANS 


(Life insurance and auxiliary fund) 


A complete progrem that embodies these important features... 
e@ Guaranteed issue up to $50,000 (depending on size of group) 


e Participating or non-participating 


@ Annuity purchase rates guaranteed on Auxiliary Fund 


@ And—full commissions. 


You do not need to be an expert to bring pension planning to your clients. Service and as- 
sistance is as near as your telephone—always available for consultation and preliminary 
analyses of your prospects’ requirements—to help you formulate and sell plans that meet 


every need and situation. 


LIFE—PAR AND NON-PAR, ACCIDENT & HEALTH, and GROUP, 


4 
e 
~ Vited Att Le 
INSURANCE COMPANY IN THE CITY OF NEW YORK 
125 Maiden Lane, New York 38, N. Y. 


THE OLDEST STOCK LIFE INSURANCE COMPANY IN AMERICA 


Dinners —Receptions To Be Held By 
47 Companies At NALU Convention 


A record number of life insurance com- 
panies will sponsor dinners and/or re- 
ceptions in Denver, September 28, to 
honor itthe:r field representatives partici- 
pating in the 1961 annual convention of 
The National Association of Life Under- 
writers. 

More than 100 high-ranking officials— 
including many company presidents—will 
also attend these traditional dinners and 
receptions, which will be a highlight of 
the week-long NALU annual convention. 


A listing of the company affairs and 
their location is as follows: 


Aetna Life, Denver Club; American 
General Group, Albany Hotel, Game 
Room; Bankers Life of Iowa, Cosmopol- 
itan Hotel, Broadway Arms; Bankers of 
Nebraska, Albany Hotel, Cedar Room; 
Business Men’s Assurance, Hilton Hutel 
Assembly I; Capitol Life, Denver Ath- 
letic Club, Men’s Dining Room; Co:n- 
mcnwealth Life, Albany Hotel, Spruce 
Room. 

Connecticut General, Denver Club, 
Ladies Dining Room; Connecticut Mu- 
tual, Petroleum ‘Club, Men’s Grill; Con- 
tinental Assurance, Hilton Hotel, Colo- 
rado Room; Equitable of Iowa, Diplomat 
Motor Hotel, Summit Room; Equitable 
Society, Hilton Hotel, Court Place; Fi- 
delity Mutual, Denver Athletic Club, 
Navajo Room; Franklin Life, Top of the 
Park; Great-West, Hilton Hotel, Savoy 
Room. 


Guarantee Mutual, Cosmopolitan Hotel, 
Holday Room; Guard’an Life, Town 
Club; Home Life of N. Y., Petroleum 
ub, Hunt Room; Indianapolis Life, 
Brown Palace Hotel, Room #238; Jef- 
ferson Standard, Brown Palace Hotel, 
Stratton-Tabor Rooms; John Hancock, 
Brown Palace, Onyx Room; Kansas City 
Life, 26 Club; Liberty National, Hilton 
Hotel, Century Room; Lincoln National, 
Hilton Hotel, Denver Room; Manhattan 
Life Quorum Restaurant of the Argo- 
naut Hotel. 


Massachusetts Mutual, Petroleum Club, 
14th floor; Metropolitan, Hilton Hotel, 
Junior Ballroom; Minnesota Mutual, Al- 
bany Hotel, Mural Room; Mutual Bene- 
fit, University Club, ‘College Room; Mu- 
tual Of New York, Hilton Hotel, Beverly 
Room; National Life, Hilton Hotel, 
Spruce Room; New England Life, Hilton 
Hotel, Silver Room. 


New York Life, Brown Palace, Ball- 





West Coast Leaders Club 

The 1961 Leaders Club of West Coast 
Life met recently in a sales training 
conference, under the guidance of Pres- 
ident Harry J. Stewart and Director of 
Agencics Frank A. Nicholson, at the 
Empress Hotel, Victoria, British Colum- 
bia. 

Officers of the 48-man club were Robert 
Wood, manager of the company’s China- 
town agency, whose outstanding sales 
production over the year long qualifica- 
ton period earned him the Club presi- 
dency; Harold D. McKelvey, manager 
of the Spokane agency, first vice presi- 
dent; Arnold W. Marque, San Fran- 
cisco, second vice president; S. Thomas 
Liu, Oakland, third vice president; and 
Haruo Ishimaru, San Francisco, fourth 
vice president. 

President Stewart pointed out that of 
the members participating in the five-day 
conference, 85% had earned the Na- 
tional Quality Award; 80% had a million 
do'lars or more of premium paying life 
insurance in force; and more than half 
were CLUs or LUTC graduates. 

The Victoria Conference workshops 
and discussions dealt primarily with 
furthering the public service functions 
of the company’s career life underwriter. 


room; Northwestern Mutual, 26 C\ub; 
Northwestern National, Mayflower \{o- 


tor Hotel, Lighthouse Room; Occid::tal 
of Calif., Hilton Hotel, Gold Room: P 


‘a 
cific Mutual, Denver Athletic Club, Penn 
Mutual, Hilton Hotel, Assembly ||]; 
Phoenix Mutual, Cosmopolitan Hotel, 


Brand Iron Room. 


Provident Mutual, Petroleum Cub 
12th floor; Prudential, Hilton Hotel, 
pire Room; Security Mutual, Brown 
Palace Hotel, Room #321; Security 
and Accident, Pinehurst Country C 
State Mutual, Denver Athletic 'Club, A]- 
pine #1, #2, #3; The Travelers, Cosmo- 
politan Hotel, Empire Room; Union Cen- 
tral, Hilton Hotel, Terrace Room; and 
Washington National, Brown Palace Ho- 
tel, Gold Room. 

The NALU president’s reception and 
ball will begin in the grand ballroom of 
the Hilton Hotel at 10 p.m., September 
28. It is the gala social event of the 
NALU convention and is open to all con- 
vention registrants and guests at no 
charge. 


“The Forgotten Man” 


(Continued from Page 3) 


I came into the industry, it was not con- 
sidered at all unusual for a company to 
assign a man to a defined area and, so 
long as he did a respectable job in that 
area, to protect him within his com- 
munity. Today, it isn’t uncommon to find 
an agent in direct competition with 
fellow agents of his own company within 
one business community. Under these 
circumstances, how can we expect com- 
pany loyalty, and the best efforts of our 
employes when we, in management, are 
not willing to reciprocate ? 

LACOP’s answer is to include a clause 
guaranteeing territorial protection in the 
Career insurance policy. In all modesty, 
I think this is worth consideration by 
other firms. 

I believe the time thas come for the 
industry to take a good, hard look at 
itself to analyze and rectify some 
of the unsound practices that have been 
allowed to flourish. I believe we will 
find it an opportunity to bring back to 
the industry more team spirit and loyalty. 

If an agent writes one application and 
never writes another for the company, 
he is, nonetheless, entitled to commis- 
sions on that one policy as long as the 
insured pays the premiums. If this were 
done without exception, what practical 
reason would such a man lave for re- 
writing that business elsewhere? After 
all, isn’t it easier to cash a renewal check 
than to disturb a satisfied client ? 


Give Agents Best Portfolio Possible 


We should give our men the best port- 
folio possible; not one that merely looks 
good on paper, but a truly flexible, 
workable portfolio that wiil enable the 
agent to meet competition on equal 
terms. Let’s give him the best in rates 
and values. Let’s protect our agency 
force. If they do the job they’re certain- 
ly entitled to reap the benefit of their 
efforts. 

In my opinion, no agent can make too 
much money or grow too large for any 
company. The more cars he owns, the 
bigger his home, the fancier his clothes, 
the better I like it! I firmly believe that 
the time has arrived for us to be re- 
introduced to our agency people and to 
spend a little more time with them and 
with their problems, including those of 
a personal nature. By so doing, we 
will build company loyalty and we will 
also find that, by following such a course, 
many of the serious problems we now 
face will either disappear completely or 
be substantially diminshed. 
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N. Y. Department Changes 
(Continued from Page 1) 


ant counsel of the Welfare Fund Bureau 
since 1957. 
Replacing Mr. Hoban as _ assistant 


counsel, Natale C. Tedone, a lawyer of 





RAYMOND M. DEFOSSEZ 


New Hyde Park, N. Y., joined the De- 
partment also on Sept. 4 

On the same date, Harold M. Leeds, 
a lawyer of Wantagh, N. Y., was ap- 
pointed to the post of insurance re- 


search consultant in the Department. 
30th Mr. Tedone and Mr. Leeds comé 
to the Department from private law 
practices. 


O’Neill Co., Phila., Moving to 
Larger Offices as of Oct. 1 


Alfred E. Smith O'Neill, president of 
the Philadelphia insurance firm of Alfred 
E. Smith O'Neill Co., Inc. announced on 
September 6 that due to a large influx of 
life insurance business, basically pension 
plans, Group cases and credit life insur- 
ance, the agency will be moved from 
7228 Whitaker Avenue to larger offices 
at 7328 Castor Avenue, Philadelphia 15, 
as of October 1. 

Mr. O'Neill pointed out 
accelerated canvassing of 
and credit accident insurance agencies 
throughout Pennsylvania will be con- 
ducted by a larger staff of men in order 
to acquaint small loan operators, finance 
companies and automobile agencies with 
the proper methods of operating under 
the newly enacted legislation in that 
state governing credit life insurance. 
This campaign has already borne fruit, 


that an 
credit life 


R. B. Pitcher Nominated 

For Chairman of GAMC 

OTHER NOMINEES ALSO NAMED 

Cc. or Smith for bg Vice Chairman; 
. Babcock, 


r:, A. Simpkins on 
” Slate for Saal 62 Term 





Robert B. Pitcher, general agent for 
John Hancock Mutual Life in Boston, 
was nominated for the position of na- 
tional chairman of the General Agents 
and Managers Conference of NALU for 
the 1961-62 term, according to Leonard 
T. Smith, chariman of the GAMC’s 
committee on nominations. Other nomi- 
nees named by the committee are: for 
vice chairman, C. Carney Smith, CLU, 
general agent, Mutual Benefit Life, 
Washington D. C.; for secretary, L. 
Kent Babcock, Jr., CLU, general agent, 
Aetna Life, Philadelphia ; and for treas- 
urer, Dale A. Simpkins, general man- 
ager, New York Life, Milwaukee. 

Hastings Smith, CLU, general agent, 
New England Life, Indianapolis, was 
nominated for a one-year term on the 
board of directors, filling the vacancy 
created by the nomination of Mr. Simp- 
kins. Mr. Smith is now completing a 
three year term on the board. 


Directors Nominated 


Four others were nominated for three 
year terms as members of the board of 
directors. They are: Emanuel M. Belkin, 


CLU, manager, The Prudential, Miami; 
Dan A. Kaufman, CLU, general agent, 
Northwestern Mutual, Evanston, IIL; 
Himes M. Silin, CLU, general agent, 
Lincoln National Life, Erie, Pa.; and 
Robert ‘L. Woods, CLU, general agent, 
Massachusetts Mutual, Los Angeles. 


Retiring members of the board who are 
completing three year terms are: Milton 
Asfahl, CLU, general agent, Equitable 
Life of Iowa; Kendrick C. Hawkes, man- 
ager, Mutual Of New York; W. Roy 
Parsons, general agent, Pilot Life. 

Board members serving until 1962 are: 
Walter K. R. Holm, Jr., general agent, 
Connecticut Mutual in Providence; 
Laurel E. Miller, branch manager, Sun 
Life Assurance, Los Angeles; and Wins- 
ton W. Wynne, CLU, manager, Connec- 
ticut General Life, Miami. 

Those serving terms which expire in 


1963 are: David B. Fluegelman, CLU, 
general agent, Connecticut Mutual in 
New York; William B. Hoyer, CLU, 


general agent, John Hancock, Columbus ; 
Durward F. Penrod, CLU, manager, 
Metropolitan Life, Springfield, IIl.; and 
E. Clare Weber, CLU, general agent, 
New England Life, Cleveland. 

Members of the nominating committee 


Shenandoah Sales Record 


The highest total of paid new Ordi- 
nary business in the 46-year history of 
Shenandoah Life was scored this past 
month. A mark of $4,517,008 exceeded 
the previous high by one-half million 
dollars and represents better than a 50% 
increase over the same period in 1960. 

G. Frank Clement, CLU, president of 
the company, in commenting on the rec- 
ord just set, said, “We believe that this 
new high in sales is an important mile- 
stone in the growth of our company, as 
well as an indication of the upturn in 
the general economy. It is significant as 
well that this record was set during the 
height of the summer season, a time that 
is generally considered a slow business 
period.” 

The successful sales results were part 
of a campaign in honor of the company’s 
president, G. Frank Clement. 


New Mass. Mutual Agency 


Massachusetts Mutual Life has estab- 
lished a new agency in Fort Worth, in 
order to expand its sales and policy- 


holder services in that area. Don C. 
Peterson, formerly Fort Worth district 
manager for the Raymond Campbell, 


Jr. Agency in Dallas, has been appointed 
general agent. 

Mr. Peterson, who joined the Dallas 
agency in 1954, was district manager in 
Nocona, Tex., for two years, before being 
named district manager in Fort Worth in 
1959, 

After graduating from Franklin, Tenn., 
High School in 1943, he entered the Air 
Force. Upon returning to civilian life, 
he attended Vanderbilt University, grad- 
uating with a bachelor of arts degree 
in 1949. He was self-employed as a 
rancher until 1954. 











Triple Indemnity 


ALL FORMS OF LIFE 
Par and Non Par 


THE 
BEST OPPORTUNITY 


@ OUTSTANDING POLICIES 
All policies on 1958 Mortality Tables 


Women issued 3 years earlier than men 


Group Life and Group Creditor 
LIBERAL GENERAL AGENTS CONTRACT 
UNEXCELLED HOME OFFICE COOPERATION 
TOP NOTCH SALES AIDS 
PROGRESSIVE COMPANY PHILOSOPHY 


for 


PRODUCERS 


COVERAGE 





NEW YO 


General Agency Opportunities Available in 


RK STATE 





Call 


HaMILTon 





LEONARD J. PIKAARD, Vice President 


INSURANCE COMPANY 


or write 


LIFE 

















Mr. O'Neill < hapa, present serving with Chairman Smith are: Ray 
clients satisfied and in gaining new HH, Wertz, United States Life, Detroit; we 
clients for his Agency. Judd C. Benson, Union Central Life, OF NEW YORK 
Mr. O’Neill further stated that the Cincinnati; L. Mortimer Buckley, CLU, ‘ 
AES. O'Neill Co., Inc. so far this year New England Life, Dallas; and L. V. 485 Lexington Avenue, New York 17,N. Y. | YUkon 6-2780 
has written in excess of $20 million of Drury, Sun Life of Canada, Philadel- 
life insurance. phia. 
LIFE AGENCY DIRECTOR GROUP SALES A&H AGENCY MANAGER LIFE ACTUARY 
: $18,000 REPRESENTATIVE $10,000 $20,000 
A midwestern based company which 9 
— are poe begs —- $9,000 A strong leader in Accident and With our range of contacts throughout 
= Payee Reagce a Hee ron pa Ths: pete ite “Wile hes prwennnned Health insurance, based in the midwest, the entire country we are in a position 


have been with no more than two com- 
panies in the past ten years and can 
bring to this company both aggressive- 
ness and ambition, this is for you. 
#E-1007 


LIFE GENERAL AGENT 
$12,000 


A growing life organization, a sub- 
sidiary of a well known casualty company, 
has prime areas in which career-minded 
men are now desired. Ohio, Michigan 
and Texas are open. A fine portfolio with 
a secure contract can provide a steadily 
rising income for men with supervisor 


ability. #E-1008 








satisfactorily through training and has a 
successful sales record should look into 
this chance to forge ahead. One of the 
finest companies in the Group field offers 
you a crack at the first step of manage- 
ment. Midwestern locale opening. 
#E-1009 


is looking for experienced and well quali- 
fied Managers. Many areas of the coun- 
try available. In past few years this com- 
pany has made great strides in improving 
sales portfolio and financial aid to their 
men. #E-1010 





to find the best of opportunities for you. 
Qur purpose is to save you burdensome 
time and effort, determine not just a 
"job" but "job satisfaction.’ Many of our 
company clients are still the best size in 
which a man can have diversified duties 
and achieve the status of true manage- 





FERGASON 


330 S. Wells St. 





Without any obligation, send for our brochure, "How We Operate." 


PERSONNEL 


Insurance Personnel Exclusively 
HArrison 7-9040 


Chicago 6, Illinois 





ment responsibilities. 

At present we have many clients in 
New York, California, Florida and other 
areas of the greatest appeal to most men 
seeking a new and satisfactory company 
identification. Each applicant has confi- 


dential handling. #E-1011 
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Northwestern Mutual 
Examining Committee 


Five Northwestern Mutual Life policy- 
owners have been elected to the 1961-62 
examining committee of policyowners 
which conducts an independent annual 
review of the firm’s operations. 

They are James R. 
West Bend Co., West Bend, Wis.; Al- 
bert L. Butler, Jr., president, Arista 
Mills, Winston-Salem, N. C.; Charles ] 
Conover, rancher and farmer, Satanta, 
Kans.; William C. Fenniman, vice presi- 
dent, Connecticut Bank and Trust, Hart- 
ford; and Herman E. Johnson, president 
and general manager, Western Printing 
and Lithographing Co., Racine, Wis. 


Brown, president, 


The committee, which represents the 
firm’s more than one million policyown- 
ers, makes a thorough investigation of 
management policies and practices. It 
employs its own auditors and reports 
its findings and suggestions to the pol- 
icyowners and the board of trustees 
This committee is unique among the 
life insuranee companies 

Its members are policyowners who 
have no connection with the manage- 
ment or operation of NML. They are 
traditionally leaders in industry, finance 
and the professions 


U. S. Chamber Leaflet on 
Welfare-Pension Funds 


There is “no sound reason” for stiffer 
pension-welfare fund reporting legis!a- 
tion, the Chamber of Commerce of the 
United States said in a leaflet released 
“There have 
shown that call for it.” 


recently. been no evils 


Views of the National Chamber on 
pending legislation backed by the Ken- 
nedy Administration were expressed in 
a six-page leaflet “Protection Employe 
Welfare and Pension Funds without 
Federal Regulation.” 


“ 


Each state . has adequate laws 
against criminal fraud, larceny, and em- 
bezzlement,” the leaflet says. “Welfare 
and pension funds held in banks or by 
insurance carriers also are indirectly 
protected since these industries are 
regulated by the states.” 

Employers administer 90% of the pen- 
sion and welfare plans, the leaflet says. 
“There have been no abuses found in 
the funds operated by employers.” 

Single copies of the leaflet are free. 
Special prices for bulk orders. Write: 
Chamber of Commerce of the United 
States, Washington 6, D. C. 











>) LIFE 
GROUP 
>) HEALTH 





NORTH AMERICAN 





REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, lll. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 














Forms New Department 

Puritan Life, Providence, has an- 
nounced the formation of a new depart- 
ment, directed by H. Lee Rhodus, which 
will write credit life insurance and credit 
accident & health insurance on a nation- 
wide basis through banks, sales finance 
companies, savings and loan associations, 
and other types of lending institutions. 

The company, founded in 1907, is li- 
censed in 35 states and District of Colum- 
bia, and is applying for admission in 14 
additional states. Puritan’s Ordinary 
policies are marketed principally through 
general lines insurance agents. 

Mr. Rhodus was appointed credit life 
manager on July 15 and has had ex- 
tensive experience in the insurance field 
since 1949, Prior to his affiliation with 
Puritan in a consulting capacity in May, 
1961, he was administrative vice president 
of Resolute Life of Hartford. He also 
served as sales manager of Old Republic 
Life in Chicago and the mid-West. Born 
in Bloomington, Ill., he served in World 
War II as an Army tank commander 
in Europe, was graduated from Illinois 
State Normal University in 1949, and 
resides in Barrington, R. I. 


—-.. 


Hancock Agents Meet 





The John Hancock held its regional ' 


honor club business conference last week 
at the Santa Barbara Biltmore. Agents 
from all over California and the other 
western states serviced by John Han- 
cock attended. 


Each of the agents in attendance has 
earned recognition in sales efforts qual- 
ifying him among the leaders of the 
company. Approximately 300 people 
participated in the four-day session 

Raymond S. Kelley, regional director 
of agencies, supervised the business con- 
ference which was designed to enable 
John Hancock agents from all over the 
west to exchange ideas and discuss 
current trends in the insurance field, 
Among those participating on the pro- 
gram were George B. Thompson, vice 
president from the Hancock home office 
in Boston and William J. Bird, of San 
Francisco, western vice president and 
senior officer in the western region. 

John Hancock has assets totalling in 
excess of $6 billion. It has a total of 
approximately $26 billion of insurance 
in force, $1,411,589,684 of which is in 


force in California. 





SALES POWERED BY PLANNED BUSINESS 





loday’s market for State Mutual’s sound group pen- 
sion plans is a large one. One important reason for 
this is their flexibility. 


Flexible group pension planning is just one part of 
State Mutual’s unique Planned Business service. This 
is the modern ‘‘full product’’ approach to the sale of 
insurance to businesses — one designed to bring a 
favorable response in even the most complex cases. 


State Mutual’s group representatives — in 24 offices 
across the country — are specialists in their field. For 
expert assistance on group pension planning — or on 
Planned Business — see the State Mutual group repre- 
sentative in your area. Or write us here in Worcester, 


Massachusetts. 


State Mutual’s new booklet, shown here, gives briefly 
the reasons for and advantages of a Group Pension 
Plan. For a copy, contact your nearest State Mutual 


Agency or Group Office. 


Cf. 


STATE MUTUAL 
OF AMERICA 


State Mutual Life Assurance Company of America, Worcester, Massachusetts 
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Named Vice President of 


Life Insurance Institute 





WILLIAM K. PAYNTER 


William K, Paynter, director of ad- 

vertising and public relations of Con- 
necticut General Life, has been named 
vice president of the Institute of Life 
Insurance, it was announced by Holgar 
J]. Johnson, president of the Institute. 
’ Mr. Paynter, who will assume his new 
post early in November, joined Connec- 
ticut General in 1949 to direct their 
publicity work. In 1956 he became head 
of the company’s advertising and public 
relations. His professional background 
also includes experience as a reporter 
and editorial writer for the Hartford 
Courant and as a reporter for the Coat<s- 
ville, Pa. Record. 

A resident of South Glastonbury, 
Conn., Mr. Paynter is chairman of the 
Glastonbury Board of Education. He is 
a member of the public relations com- 
mittee of the Hartford YMCA and of 
the community relations committee of the 
Hartford Chamber of Commerce, He has 
been active in the Greater Hartford Com- 
munity Chest and is a member of the 
executive committee of the Glastonbury 
Republican Town Committee. 

Mr. Paynter is chairman of the ad- 
visory committee of the Insurance In- 
formation Office of Connecticut. He is 
also a member of the public relations 
research committee and the advertising 
analysis committee of the Life Adver- 
tisers Association. His other member- 
ships include the Hartford Advertising 
Club and the Association of National 
Advertisers. 

Mr. Paynter was born in Philadelphia 
and was educated at the Episcopal Acad- 
emy, Philadelphia and at Trinity College, 
Hartford. During World War II he 
served as a lieutenant, U. S. Navy, on 
P. T. Boat duty in the Southwest Pacific, 
and was awarded the Navy Cross. He 
returned to active duty as a lieutenant 
commander from 1950 to 1952, and is now 
a commander, USNR. Mr. Paynter is a 
former Lire hey an and junior warden of 
St. Luke’s’ Episcopal Church, Glaston- 
bury. He wad Mrs. Paynter have a son 
and two daughters. 


MADE METHODS ANALYST 

Richard A. Krueger ‘has been named 
a methods analyst in Pacific Mutual 
Life’s planning and coordinating depart- 
ment, announcement was made by W. S 
Bagby, comptroller. He will now  in- 
vestigate and analyze systems problems 
within home office departments of the 
93-year-old insurance company. 

Mr, Krueger joined Pacific Mutual in 
1957 after graduating from UCLA with 
a bachelor of science degree in industrial 
relations. He had previously earned an 


associate of arts degree in engineering 


at Orange Coast College. 


Hancock General Agents 


Appointment of two new general 


agents has been announced by the John 
Hancock. They are: Hugo N. Lester, 
who opens a new general agency in Had- 
donfield, N. J., and Joseph W. Collins, 
who opens a new agency at Valley Forge 
Center in Suburban Philadelphia. 

Mr. Lester is an alumnus of the Uni- 
versity of California at Los Angeles. He 


pany’s Newark agency and was assigned 
to New Brtinswick. He is a member of 
NALU and has completed parts I and II 
of the Life Underwriter Training Council 
courses. 

Mr. Collins was graduated from Penn- 
sylvania State Teachers College. He has 
been a member of the Hancock organiza- 
tion since 1948 when he joined the com- 
pany’s district agency department as an 

agent. After subsequently serving as 
assistant district manager, he joined the 


Provident Names Cable 


Charles E. Probst, vice president-Group 
division, Provident Mutual Life of: Phila- 
delphia, has announced the appointment 
of William C. Cable as district manager 
of the company’s Greensboro district 
Group office. 

Mr. Cable first became associated with 
the company while an undergraduate at 
the University of North Carolina, as a 
trainee in life insurance sales under the 
Provident Mutual campus training pro- 
gram. 


has been associated with the John Han- 
cock since 1953 when he joined the com- 





Field associates of “The Key Com- 
pany” know that prospecting is 
easier with the “Sales Promotion 
Letters” direct mail plan. They 
know that they can be counted on 
to open doors to interested inter- 
views. They know, too, that they 
can expect an above-average-return 
and that direct-by-mail delivery of a 
gift gives them unique advantages. 


This “Sales Promotion Letters” plan 
is just one of the many reasons why 
Equitable men know they can grow 
with “The Key Company”. 


home office staff as field assistant in 
the general agency department. 


In 1960, he was appointed home 
office representative of the Greensboro 
Group office. 
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ice to South Alabama policyholders. 
Mr. Rudd will move to Montgomery 

from Elba as assistant to Melvin Das- 

singer, southern division manager. Mr. 


Baker, Rudd Promoted 


J. E. Rudd and C. W. Baker were 


promoted to new positions within the 


Mutual Savings Life agency division. Baker will succeed Mr. Rudd as man- 
R. C. Collier, president, in making the ager of the Elba, Alabama district. 
announcement, stated the new positions Mr. Baker attended New Brockton 


were part of our 34th year of expansion 
and growth and to provide greater serv- 


High School and is an active civic and 
church worker. 





Wanted 


ORDINARY LIFE INSURANCE AGENCY 
MANAGER IN NEW HAVEN 


Established Life Insurance Company seeks manager for New 
Haven office. This position offers unlimited opportunity to advance 
to higher echelons of agency management in a rapidly expanding 
operation. 


Position requires college graduate, preferably C.L.U., with the 
proven ability to recruit and train. Experience at the assistant 
managerial or managerial level desirable. In reply please give 
complete resume including previous work experience, references 
and current earnings. Our employees know of this advertisement. 
Please write to Box #2938, The Eastern Underwriter, 93 Nassau 
Street, New York 38, N. Y. 














“Another summer gone. The way time flies he'll be grown and gone 
before we know it.” 





And then you, Mrs. Jones, and your husband will be much nearer 
Retirement too—which you can best guarantee now with Anico’s 
competitive Life Income Endowment. Quantity discount. One of the 
highest income rates in America. A bigger guaranteed return over 
investment. NOTE TO SALESMEN: 


complete line of competitive plans. With competitive commissions 


This is another of Anico’s 


and vesting too. 
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INSURANCE compan veil 
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GALVESTON, TEXAS Deals 





Openings everywhere in territory for Representatives, Brokers and Special Brokers. 
Inquiries will receive prompt, confidential replies. Address: Coordinator of Sales. 
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QVER 5% BILLIONS OF INSURANCE IN FORCE 
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Dutch Reprint Tax Papers 
Of Guertin and McCarthy 


The Dutch Association of Life Insur- 
ance Companies will reprint in a single 
volume the papers on life insurance tax- 
ation in various countries of the world, 
which appeared during 1960 and 1961 in 
a Dutch quarterly journal devoted to life 
insurance matters. 

The American papers to be published 
by the European magazine cover the 
subject of taxation of life insurance in 
the United States. That topic will ap- 
pear in two parts. Part I, written by 
Stuart McCarthy, second vice president 
and associate general solicitor, Equitable 
Life Assurance Society, deals with taxa- 
tion of policyholders and beneficiaries. 
Part II, written by Alfred N. Guertin, 
actuary, American Life Convention, cov- 
ers the taxation of life insurance com- 
panies. 

Another paper appearing in the volume 
will describe taxation of life insurance 
and annuity business in the United King- 
dom of Great Britain. Its author is C. 
E. Puckridge. 


~Union Mutual Appoints 
M. S. McIntire Manager 


Myron S. McIntire has been appointed 
manager of new Union Mutual Life 
branch office in Presque Isle, Maine, 
according to an announcement by Ex- 
ecutive Vice President John R. Car- 
nochan. Mr. McIntire was recently pro- 
moted to manager after serving as as- 
sistant manager in the company’s Bangor 
office for four years. 

*" A native of Norway, Me., Mr. Mc- 
Intire graduated from Bowdoin College 
in 1939. He is a veteran of the Navy 
and has been active in American Legion 
affairs. He served as post adjutant and 
commander of the Joseph P. Chaisson 


Post in Milo. 


D. D. DeJOHN GETS N. Y. POST 


Continental Assurance has appointed 
Donald D. DeJohn_as Group regional 
manager in its New York office. Mr. De- 
John formerly was group regional man- 
ager in Pittsburgh. He is a graduate of 


* the University of Pittsburgh. 





— 
PROFESSIONAL 
MEN WHO'VE 
NEVER HEARD OF 
O'BRIEN & O'BRIEN 


cheer when our brokers 
describe the new Over- 
head Expense Plan, de- 
signed by Springfield- 
Monarch to cover regular 
office expenses during 
disability. Call BEekman 
3-6700 today for com- 
plete details. 


O'BRIEN & O'BRIEN, INc. 
90 JOHN ST. 


NEW YORK 38, 
NEW YORK 





Complete 
Multiple-line 


Facilities 














Gerald H. Young Named 
Pru. Downtown Manager 


SUCCEEDS HIRAM G. HENDERSON 





Harvey S. Greenberg Successor to Young 
As Manager of Company’s Mid- 
town New York Agency 





Two managerial changes in New York 
Ordinary agencies, to be effective on Oc- 
tober 1, have been announced by The 
Prudential. 

Gerald H. Young, CLU, manager of 





GERALD H. YOUNG 


the Midtown agency since September, 
1958, will become manager of the Down- 
town agency. Mr. Young will replace 
Hiram G. Henderson, who has retired. 
Harvey S. Greenberg, an associate 





HARVEY S. GREENBERG 


manager in the Midtown agency since 
February, 1958, will become manager of 
Midtown. 

Mr. Young was born in Osceola, Iowa, 
and was graduated from Drake Univer- 
sity in Des Moines. He joined The Pru- 
dential as a second vice president in 
1957 and became manager of the Mid- 
town agency in 1958. He has been in the 
insurance business since 1928. For 19 
years prior to his joining The Prudential, 
he headed an agency for State Mutual 
Life in New York. 

Mr. Greenberg was born and raised 
in New York City. He joined The Pru- 
dential in 1956 as a division manager in 
the Midtown agency. Before that, he had 
operated his own retail business for 14 
years and had been a successful! personal 
producer for New York Life. 


Joins Controllers 


Robert I. Stewart, assistant vice pres- 
ident, Liberty National Life, Birming- 
ham, Ala., and J. Kenneth Sullivan, sec- 
retary, treasurer, Phoenix Mutual Life, 
Hartford, have been elected to member- 
ship in the Controllers Institute of 
America. 

Established in 1931, the Institute is a 
non-profit management organization of 
controllers and finance officers from all 
lines of business—banking, manufactur- 
ing, distribution, utilities, transportation, 
etc. Total membership exceeds 5,200. 
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Hardly any group is too small to get in- 
surance under the Travelers umbrella. If four or 
more people are employed in your client’s business 
—the minimum number varies from state to state— 
The Travelers has a new package of benefits for 
him and his employees. Life Insurance, Accidental 


Death, Weekly Disability Income, Hospital, Med- 
ical, Surgical and Major Medical benefits are 
available. Amounts of insurance are liberal. Ad- 
ministrative features are simple and streamlined. 
The cost is low. Ask your Travelers man today about 
the employee plan for “Four or More.” 


THE TRAVELERS Insurance Companies Harrose 


P.S. How about this plan for your own agency? 


CONNECTICUT 
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Pacific Mutual Seminar 


Twelve new Group representatives 7 
Pacific Mutual Life fiom across th 
country will gather at the Los kuadin- 
based company ‘s home office this month 
for a month-long seminar. Announce- 
ment was made by Darwin S. Liggett, 
Group vice president. 

The seminar is a key part of a full 
year’s training program. It will offer the 
new men a chance to widen their working 
knowledge of Group insurance sales and 
service techniques, according to Mr. 
Liggett. 


83 Become LOMA Fellows 


Eighty-three men and women repre- 
senting 62 United States and Canadian 
life insurance companies ‘have become 
1961 Fellows of the Life Office Manage- 
ment Association Institute, Roy A. Mac- 
Donald, LOMA managing director, has 
announced. 

Since the first LOMA Institute Fellow 
qualified 24 years ago, 1,121 life insur- 
ance persons have fulfilled the prescribed 
requirements for this academic honor, 
which entitles them to use the designa- 


tion “FLMI” (Fellow, Life Management 
Institute) after their names. 

The Institute program, established i 
1932, is designed to give its graduates 
a thorough knowledge of all the major 
functions of life insurance companies. 
This year, some 13,000 men and women 
in more than 500 companies throughout 
the United States and Canada took more 
than 22,000 examinations. 

The LOMA Institute awards certifi- 
cates for the completion of its introduc- 
tory course, and diplomas on qualifica- 
tion for its Fellow and Associate designa- 
tions. 





PECIAL 





REPORT 





FROM 





Since 1886. . 
growth and progress . 


CHICAGO: 





. three-quarters of a century of 
. North American has 


attained the enviable position as one of 
America’s oldest and soundest insurers. 

North American’s sharp growth pattern over 
75 years is etched in sales success. Perhaps you 
are the General Agent seeking sales success. 
If so, write: 


Since 


1886 


THE NORTH AMERICAN COMPANY 


FOR LIFE, ACCIDENT AND HEALTH INSURANCE 


209 S. LASALLE STREET + CHICAGO 4 


» ILLINOIS 


Operating in 48 states and the District of Columbia 
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Lincoln National Appoin«s 
Beerman in Toledo 


Dan H. Beerman has been app. inted 
general agent for Lincoln Nationa! Life 
in Toledo, according to an annoince- 
ment by Henry W. Persons, vice presj- 
dent and director of agencies. Mr. ‘cer 
man, a graduate of Lincoln Life’s -an- 
agement development program, suc eeds 
Ordine M. Heine, CLU, who is ret ring 
from his general agency responsib:\ities 
to fulfill a long standing ambition of 
resuming post-graduate study and ob- 
taining a Doctor of Philosophy Dezree, 
Mr. Heine who plans later to enter the 
teaching profession will continue as a 
member of the agency while pursuing 
his advanced university studies. He has 
been general agent of the Toledo office 
since 1953. 

The Toledo agency will now be known 
as Dan H. Beerman & Associates and 
will remain in its present quarters in the 
Edison Building. 

Mr. Beerman who has established an 
outstanding record in the areas of per- 
sonal production and agency manage- 
ment, has a background of more than ten 
years in the field of sales, with the 
majority of that time being devoted to 
life insurance selling. He joined Lincoln 
Life in 1958 as an agent with E. B, 
Bingham and Associates, Fort Wayne, 
and a year later, he wes appointed as an 
agency supervisor in the Bingham agen- 
cy under the company’s management 
development program. He held this posi- 
tion until his new assignment. 

Mr. Beerman is an alumnus of Purdue 
University, and his specialized insurance 
training includes attendance at the Pur- 
due University Life Insurance Marketing 
Institute. In addition, he has completed 
both parts of the Life Underwriter 
Training Council study program and is 
currently enrolled in the CLU training 
series, of which he passed Part I this 
year, 


LAA Meeting Speakers 


Stanley Marcus, president of Neiman- 
Marcus, famous department store in Dal- 
las, will consider “The Success Patterns 
of Personalized Communications” when 
he appears as a featured speaker at the 
annual Life Advertisers Association con- 
vention scheduled for the Sheraton-Dal- 
las, in that city, September 20-22. 

Another prominent Texan, J. Erik 
Jonnson, chairman of the board, Texas 
Instruments, Inc. will also ‘address the 
life insurance advertising, public rela- 
tions and sales promotion executives, 
speaking to them about the role of the 
“Company in the Community.” 

The director of the Institute of Insur- 
ance Marketing at Southern Methodist 
University, Charles E. Gaines, CLU, will 
tell the insurance men that “It Takes 
Training ‘and Flair” in the communica- 
tions. arts, while James F. Chambers, 
Jr., president of the Dallas Times Herald 
will discuss “Communications and the 
Fourth Estate” and Maxwell A. Clam- 
pitt, president of Clampitt Paper 
Co., another Texas enterprise, will 
offer an exhibit critique in connec- 
oom with the awards program conducted 
by LAA Advisers Association. 

At the opening session, William A. 
Dobson, vice president, Opinion Research 
Corp. of Princeton, N. J. will speak of 
“The Age of the Communicator,” an- 
other presentation directly related to the 
theme of the 1961 LAA conference: 
“Communications—The Variable Con- 


~ John L. Briggs, vice president, South- 
land Life, Dallas, is president of LAA. 





FREDERICK DALES DEAD 


Frederick Dales, 94, a charter mem- 
ber of Albany Branch, National Associa- 
tion of Life Underwriters, died recently 
in Schenectady, N. Y., after a long ill+ 
ness. Mr. Dales was employed at the 
Albany agency of Provident Mutual Life 
of Philadelphia from 1907 until semi- 
retirement three years ago. For many 
years he was supervisor of the Schenec- 
tady area for the company. 
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Mei ropolitan Makes 
Pacific Coast Change 


COMPANY DIVIDES TERRITORY 





One Called Northern Pacific Coast; 
Other Southern Pacific Coast; An- 
nouncement of Territorial Heads 





In a meeting of all the company’s 
mana-ers from the “Pacific Coast states, 
conducted on September 13th at the Fair- 
moun: Hotel in San Francisco, Vice 
Presiient Alexander Hutchinson of the 
Metr politan Life announced that what 
previ isly had been known as the Pacific 
Coast territory is now being divided into 
two ‘erritories, one to be known as the 
Nort!.crn Pacific Coast and the other as 
the Southern Pacific Coast territory. 

Boi territories will be managed from 
the company’s head office at 600 Stock- 
ton Street, San Francisco. 

The Northern Pacific Coast territory, 
Mr. Hutchinson said, will embrace the 
states of Idaho, Montana, Nevada, Oregon, 
and Washington, including 22 district of- 
fices in northern California; and the South- 
earn Pacific Coast territory will consist of 
Arizona and Utah, including 27 districts 
in southern California. The change, Mr. 
Hutchinson told the managers was being 
made to further expedite the company’s 
plans for growth in the coast states. 

The San Francisco meeting also was 
informed that supervision of the two 
territories will, for the time being, be 
under direction of John E. Neal, as 
superintendent of agencies, with Edward 
A. Murphy as assistant sunerintendent 
of agencies in the North*rn Pacific Coast 
territory, and Rexford W. McCurdy as 
assistant superintendent of agencies in 
the Southern Pacific Coast territory. 

Mr. McCurdy is being trans’erred 
from Metropolitan’s Central territory 
to the Coast, and is changing his re- 
sidence from New York to San Fran- 
cisco 


Joins Continental L. & A. 

Appointment of James G. James, Boise, 
as executive vice president of Conti- 
nental Life and Accident, Boise, has been 
announced by William H. Langroise, 
chairman of the board and acting pres- 
ident. 

Mr. James was manager of the Idaho 
general office of the New York Life 
from 1953 to 1959 and has been a special 
agent for New York Life at Boise for 
the past two years. He is a graduate of 
the Life Agency Management School 
in Chicago. 

He began his career in insurance as an 
agent in Laramie, Wyoming, in 1945 
after three years as advertis:ng manager 
of the Laramie Republican and Bulletin 
Newspapers from 1938-41 and four years 
as a naval ordnance officer in rocket 
research during World War II. In 1946 
he was appointed New York Life’s as- 
Sistant manager for Wyoming and, a 
year later, was transferred to Milwaukee 
as assistant manager for that region. In 
1949 he became general manager of New 
York Life’s Columbus office and served 
there until his transfer to management 
of the Idaho office at Boise in 1953. 


Coan. General Life Names 


Brokerage Consultants 
Connecticut General Life thas an- 
nounced thé appointments of brokerage 
consultants at two field offices. They 
are Fred C. Jackson at the Charlotte, 
. C. brokerage agency, and Curt’s B. 
Hill at the Cleveland brokerage agency. 
Both will work with independent gen- 
eral insurance men and their clients in 
all areas of personal and business insur- 
ance, 

Mr. Jackson hasbeen with the com- 
Pany’s home office Grotyp ‘nsurance sales 
department since 1959 and prior to that 
served as a Group service representative 
in Columbus and Cleveland. He is a 
graduate of Miami University. 

Mr. Hill is a graduate of Wayne State 
University. : 





INLAND OVER $50 MILLION 
Inland Life of Chicago, chartered Sep- 



























































tember 1960, which wrote its first policy COULD IT BE TRUE? 
in November of 1960, announces that 
paid for and in force insurance has A Connecticut Life Insurance Company offering up to 


passed the $50,000,000 mark. Inland pres- 103%, first year commission — it sure is! We also pay 


: st¥ ~ 

ident, R. R. Hagelman, states that this — m,* a . 

figure greatly exceeds all first year ex- ? ¢ another 45% in renewals over the next six years. If you 
pectations. ; 


A comsiderable ‘portion: of this tuaic7f Seem want more information on how to step up to your own 


ness to date has been in Group policies, Agency, contact — David G. Hunting, C.L.U., President. 
although Ordinary life sales have been 

satisfactory. Initially following thé bro- 

kerage route, Inland is in the process 

of developing a general agency system 

designed to accomplish their goal. 


SECURITY-CONNECTICUT LIFE INSURANCE COMPANY : 
170 Whitney Avenue © New Haven 5, Conn., Dept. 170 ‘ 

















e * 
now writes 


DISABILITY INCOME 


(IN ADDITION TO MAJOR MEDICAL) 
We're not the first company 


to write DISABILITY INCOME... 
BUT we believe we have the BEST product! 


NEW “INCOME PROTECTOR” PLANS 


Non-can and Guaranteed Renewable to 65 


Broad selection of waiting and benefit periods 


@ AD & D benefit automatically included 





Partial disability benefit automatically included 





Retroactive waiver 


Two years “own occupation” clause 


EXCLUSIVE “EXTRA INCOME” BENEFIT 


Unique Phoenix Mutual rider provides additional income for period 
prior to Social Security benefits or prior to standard 6-months life 
insurance disability income. 


*Subject to approval in some States. 


PHOENIX MUTUAL LIFE INSURANCE COMPANY 


OF HARTFORD, CONNECTICUT 




















HIS FIRST DAY AT SCHOOL... 


A TIME THAT MAKES YOU STOP AND THINK... 


Will we be able to send him to college ? 


With a growing | family, are we free to 


accept new opportunities ? 


Could my wife pay off the mortgage, 
if I were not here ? 


Will my. family always be able to count on me ? 


Will my wife and I be independent 


tr 


our later years ? 


~ 





How (8) unique advantages of life insurance help ans 
these questions... bringing peace of mind at the stroke.of a ne 


BY GUARANTEEING FUNDS FOR COLLEGE. 


By figuring in advance the cost of send- 
ing their children to college, parents can 
make sure—through their life insurance 
—that college expenses can be met. 


BY ENABLING YOU TO ACCEPT NEW OPPOR- 
TUNITIES WITH CONFIDENCE. You know, in 
advance, exactly how much money will 
be available in your life insurance at any 
given time. Secure in this knowledge, 
you feel free to accept the risks ofa new 
opportunity more readily. 


3 





BY SAFEGUARDING THE HOME. 


With life insurance, a man can safe- 
guard the home his family loves by own- 
ing a policy which ‘takes care of any 
unpaid mortgage. 


BY GUARANTEEING FAMILY PROTECTION. 


With life insurance, a family is protected 
right from the start. For life insurance 
guarantees, at the stroke of a pen, an 
amount of money far greater than most 
couples could save in many years. 








i 
BY PROVIDING A STEADY! 

5 come. A couple ca 
from their later years | 
insurance provides aste 
anteed to last for botht 


The wise family head estimalts. 
needs, then plans his life insuran 
family circumstances change ™ 
their program with their life insti. 
In this way, they get the most 
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m Full-page advertisements 
like this, appearing in 
high-circulation Sunday 
supplements,.plus a 

‘aad; @ o) cey-emeor- nn) er-1)-4amlamer-lihy 
newspapers this Fall, 
will give 52 million 

people the answers to 
questions they ask 

about life insurance. 


+ 





Designed to make millions of families 
“stop and think” 





This new campaign from 

the Institute of Life Insurance 
raises the questions an agent’s clients 
may raise—then shows how these 
questions can be answered by 














5 | unique advantages 


of life insurance 


Starting October 8, the Institute 
of Life Insurance begins a brand- 
new advertising campaign—re- 
minding families in all 50 states 
of 5 unique advantages of life 
insurance in a dramatically dif- 
ferent way. 


This campaign will appear both 
in high-circulation Sunday supple- 
ments and in daily newspapers. In 
the supplements, full-page adver- 
tisements will dramatize moments 
in a family’s life when they stop 
... think... then ask themselves 
questions, 


Each message in the new series 
starts with a specific “unique ad- 
vantage ’—relating to family pro- 
tection, a secure home, funds for 
college, a guarantzed fund for 


emergencies or a carefree retire- 
ment. But each advertisement cov- 
ers not just 1 or 2, but 5 major 
advantages of life insurance. 


At the end of each message is 
a paragraph explaining the vital 
role of the life insurance agent in 
any planned program—and stress- 
ing how a family’s program 
should be reviewed regularly 
with him. 


All life insurance people can 
identify themselves with this pro- 
gram by using the tie-in material 
provided by the Institute. Mail 
enclosures, reprints, brochures, 
posters and other material are 
available free or at cost through 
your home office or association 
channels. Or write: 


Institute of Life Insurance 


488 Madicon Avenue, New York 22, N. Y. 
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New Guardian Group Office 


Guardian Life of America announced 
the opening of a new Group regional 
office in Dallas, and the appointment of 
Sedgwick S. Gordon as manager. 


The Dallas office is the fourth regional 
fice established by The Guardian. This 
office will service managers in the follow- 
ing cities: Dallas, Forth Worth, Hous- 
ton, San Antonio, Tulsa, Okla. and 
Shreveport, La. 


A native of Connecticut, Mr. Gordon 
attended Northeastern University and 
wag iew the insurance field in 1936. He 
has been with The Guardian since May 
1959 as Group and brokerage manager 
in the Dallas agency. 


A past president of the Dallas Group 
Underwriters Association, Mr. Gordon 
is a member of the Dallas Association 
of Life Underwriters. He is serving 
currently as a director of the Kiwanis 
and of the Richardson Youth Recreation 
Center. 





ASSOCIATE GENERAL AGENT 
Commission Plus Salary 
Full Vestings 
Top Minimum Deposit 


Levy-Brenner Associates, Inc. 


140 Nassau Street New York 38 
BArclay 7-7370 











“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 35-7362 











CANADA LIFE 
ASSURANCE COMPANY 


Look at these Ist year commis- 
sions and renewals. O.L. Preferred 
Life and L.P. 90—55%—13'2% & 
85s vested, O.L. High Immediate 
Cash Value Contracts 55% & 95s 
vested, Term policies—10 years or 
over 40% & 955 vested. Other 


Term policies—30% & 955 vested. 
OX 7-2950 

















Consultant to Life Insurance 


and A. & H. Companies 


155 EAST 44TH STREET, NEW YORK 17, N. Y. 
Phone: MUrray Hill 7-7255 





Prepared for Consultation 


with Life Insurance Companies wishing to develop Sick- 
ness and Accident business and Sickness and Accident 
Companies wishing to develop life insurance business. 


Record of unusual achievement as consultant. Work on 
all phases of Home Office agency activity as well as field 
manpower development. 


Can be seen by appointment. 


Mass. Mutual Makes Its 
Largest Mortgage Loan 


The largest single mortgage loan ever 
made by Massachusetts Mutual Life was 
closed in New York recently. The new 
loan brings total nationwide Massachu- 
setts Mutual mortgage investments to 
$775 million, including approximately 
$170 million in New York state. 

The loan, which involves an amount of 
$8 million, was made to provide long- 
term financing to Loew’s Hotels, Inc., 


for its Summit Hotel at 5lst St. and 
Lexington Ave. in New York. It is 
secured by a mortgage on the ultra- 


modern 21-story, 800-room hotel property 
and on Loew’s long-term ground lease 
of the land. The loan is further secured 
by a limited guarantee provided by 
Loew’s Theatres, Inc., a corporation with 
a net worth in excess of $60 million, of 
which Loew’s Hotels, Inc., is a wholly 
owned subsidiary. 

Massachusetts Mutual has also pur- 
chased the land on which the hotel was 
constructed at a price of $3.200,000 from 
Loew’s Theatres, Inc. 

Massachusetts Mutual was represented 
in the transaction by Feist & Feist of 
Newark, N. J., mortgage correspondents. 


Ten Denver Executives to 


Serve as Hosts to GAMC 
Ten Denver life insurance 
will serve as hosts to the General Agents 
and Managers Conference of NALU, 
during the NALU convention at the 
Denver-Hilton and Brown Palace Hotels 
on iat oe 27. According to national 
chairman, Carr R. Purser, general agent, 
Penn Mutual, New York, the local com- 
mittee will be headed by John H. Lowe, 
manager of Union Central in the con- 
vention city. Mr. Lowe is president of 


executives 


the Denver General Agents and Man- 
agers Association. Others on the com- 
mittee are: Richard C. Bergan, CLU, 
manager, Jefferson Standard and asso- 
ciation vice president; Robert N. Sam- 
uels, CLU, general agent, New Eng- 
0 Life, secretary-treasurer; E. Dee 
Gray, CLU, general agent, Fid-lty Mu- 
tual, immedi: ite past president; directors 


serving on the committee are: Earl E. 
Clark, general agent, Penn Mutual; 
Donald J. Draxler, general agent, Bank- 
ers Life of Nebraska; Garth K. Nielson, 
general agent, United American Life; 
Bernard S. Rosen, CLU, general agent, 
State Mutual Life; H. Preston Smith, 
general agent, Mutual Benefit Life; and 
Jack H. Warner, CLU, manager, Metro- 
politan Life. 








Equitable Society 
Introduces New Policy 


CALLED THE PLANNED SECURITY 





Aimed for the “Young Family man on 
the Way Up,” According to Equitable 
President Oates 





A new and unique life insurance pol- 
icy, providing in effect a comprehensive 
lifetime protection program in one con- 
tract, has been introduced by The Equi- 
table Life Assurance Society. 

Called the Planned Security Policy, it 
is aimed for the “young family man on 
the way up,” according to Equitable 
President James F. Oates, Jr. “This is 
a new approach in life insurance,” Mr. 
Oates said, “developed especially to meet 
the needs of today’s living. Planned Se- 
curity is the first contract that satisfies 
each of a man’s basic security needs in 
its proper time at a low, unchanging 
premium.” 

The new policy combines permanent 
life insurance with decreasing term in- 
surance, giving maximum protection in 
early years and building substantial re- 
tirement values in later years. 

A $10,000 policy at age 30 gives more 
than $57,000 of immediate coverage, Mr. 
Oates pointed out. The age 30 premium 
for this policy is $337.30 a year, or $29.80 
a month. 

“We expect 
particularly 


Planned Security to be 
attractive to young family 
men at or below age 35,” said Agency 
Vice President Coy G. Eklund, CLU. 
“Its exclusive combinat:on of substantial 
life insurance protection, strong savings 
elements and low, level premium should 
have great appeal in this big market.” 

Planned Security is being issued at 
ages 18 through 45 with a minimum face 
amount of $2,000 and graded premiums. 

The policy is now available in all but 
a few states. It is expected that it will 
be available in all states shortly. 


National Advertising Program 


A special national advertising and 
promotion campaign has been developed 
to introduce Planned Security to Equi- 
table agents and the public. Print ads 
will appear in national consumer, busi- 
ness and farm magazines beginning in 
mid-September, and a scr-es will run in 
115. Sunday newspaper supplements 
throughout the country. The messages 
will appear through December. 

Most ads will feature the headline, 
“Now! The three kinds of insurance a 
young father wants most—all in one new 
policy.” Trade ads will describe the 
national campaign. 

Highlight of an extensive sales promo- 
tion effort is a film for agents in sound 
and color. 

Essential features of the new contract 
are: ¢ 
1) A lump 
to the face 
a death 

A family income benefit of $25 per 
oA. for each $1,000 of face amount. 
The family income period is for 20 years 
from the register date for issue ages up 
to 35, or to the policy anniversary near- 
est age 55 for issue ages 36 to 45. 

3) It becomes a paid-up whole life pol- 
icy for the full face amount on the policy 
anniversary nearest insured’s age 65. 

4) A level premium is payable from 
issue to age 65, when the policy is paid- 
up. 

5) There is an “automatic shift” to 
greater yearly increases in cash values 
after the family income period ends, 
even though the premium remains the 
same. When it becomes paid-up at age 
65 the policy may continue to provide 
the face amount as a death benefit or 
the cash value may be used for retire- 
ment or other purposes. 


sum death 
amount, 


benefit equal 
payable at the in- 


INSTALLS IBM SYSTEM 


’ Mutual Savings Life announced the 
installation of an I.B.M. 1401 electronic 


data processing system in its home of- 
fice building, Decatur, Ala. 


—= 


Joins Volunteer State 

J. Edward MacEachon has been na: :ed 
regional director of agencies in the S:-.te 
of Florida for Volunteer State [iie, 
Chattanooga. Mr. MacEachon attended 
Caniscius College in Niagara Falls ajd 
played semi-pro football before enter 1g 
the General Motors School of Technol: .y 
from which he was graduated in 1440). 
While in training, he worked as 4 
“sample” or “model” maker on expe. i- 
mental automobiles. 

Mr. MacEachon first entered the | 
insurance business when he return 
from service in 1946. He became on 
agent for Metropolitan Life in his hon 
town of Lockport, N. Y., and after holi- 
ing this position for four years, moved 
to Miami as an agent for The Prudential. 
After a year and a half, Prudential ad- 
vanced him to staff manager in charve 
of opening new territories and trans- 
ferred him to Augusta, Georgia, the: 
to Aiken, S. C., and later to Gainsville, 
Florida. In 1958, he became director of 
agencies in Jacksonville for the Profes- 
sional Insurance Corp. and, most recent- 
ly, opened a general agency for Protec- 
tive Life in Orlando. 

Mr. MacEachon joins Volunteer State 
Life as regioné il director of agencies for 
the State of Florida. He is a member of 
the Orlando Life Underwriters Associa- 
tion, and is twice past president of the 
Aiken, S. C. Life Underwriters. 


=~ o 





M. “ ilehe Retiring 


Martin Johnson, for many years 
general ae of Lincoln National Life; 
is retiring following almost 40 years of 
company service. He became associated 
with Lincoln Life in 1922 as an assistant 
controller. Four years later, he was 
named chief accountant and in 1934 he 
became general auditor for the company. 

In addition to his direct responsibili- 
ties for Lincoln Life, Mr. Johnson also 
has served as a consultant to numerous 
life insurance companies in connection 
with administrative, audit and planning 
functions. 

Active in business and civic affairs, 
Mr. Johnson is a registered member of 
the General International Institute of 
Auditors and the Internal Control Group 
composed of selected administrative, 
control, and audit officials from the ma- 
jor life, casualty, and fire companies. 
Active in the formation of the Life Of- 
fice Management Association in 1925, he 
has served as chairman of various 
LOMA committees. 

A member of the Fort Wayne Cham- 
ber of Commerce, he was organizations il 
chairman of the (C hamber’s aviation 
committee. Also included in his com- 
munity responsibilities is that of service 
as past director and president of the 
Fort Wayne-Allen County Community 
Chest. During the past six years, Mr. 
Johnson has served as treasurer of the 
city’s Child Guidance Center. A former 
member of the board of directors of 
both The Beter Business Bureau and 
The Taxpayers Research Association, he 
also was a member of the initial Fort 
Wayne Substandard Housing yg al 
tee. He is a past co-chairman of the Na- 
tional Conference of Christians and Jews 
and is listed in the American Catholic 
“Who's Who.” 


Brokerage Consultants 

Three brokerage consultants have been 
appointed at the Broadway, New York 
City agency of Connecticut General Life. 
They are Alan E. Anders, Neil S. Fried- 
man, and Raymond E. Schwartz, Jr. All 
three will work with indépendent gen- 
eral insurance men and their clients in 
all areas of personal and business insur- 
ance. 

Mr. Anders, a graduate of Lehigh Uni- 
versity, has attended New York Univer- 
sity Law School. Mr. Friedman is a 
graduate of New York University and 
has attended its Graduate School of 
Business. Mr. Schwartz, a graduate of 
Fairfield College, has attended Boston 


College Law School. 
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Mass. Mutual’s Stand 
Involving Replacement 


LETTER SENT TO FIELD FORCE 
Restatement and Clarification of Com- 
pany’s Position and Practices; Rules 
To Be Applied 





Massachusetts Mutual Life reiterated 
its firm stand against the indiscriminate 
replacement of existing policies in a 
letter just distributed to the company’s 
field force. The letter contains a restate- 
ment further clarification of the 
pany’s practices with respect to re- 
placements. 

\Vriting to all general agents an field 


and 
com 


representatives, President L. J. Kalm- 
bach said, “As a result of many years 
of effort, the prestige of the institution 


life insurance com- 
panies, and the life insurance sales force 
is at an all-time high; but widespread 
replacements can only harm the reputa- 


of life insurance, 


tion of our business, life insurance com- 
and the field forces. Because of 
the seriousness and the increasing mag- 
nitude of the problem, it is important 
for each member of the field force to 
have a clear understanding of the com- 
pany’s position and practice.” 

The letter stated that: “In most in- 
stances, a replacement is not to the 
advantage of the policyholder because 
of the increased premiums for a new 
policy issued at a higher age, duplica- 
tion of acquisition costs, loss of privileges 
and options under old policies, which in 
some instances are not available in the 
new contracts, and the introduction of 
new suicide and incontestability clauses. 
We will not sanction the practice of 
seeking replacements or ‘stripping’ cash 
values of existing policies, which in most 
cases lead to ultimate surrender or lapse, 
as methods of promoting the sale of new 
insurance.” 

The Massachusetts Mutual will apply 
the following rules in cases involving 
replacement of insurance: 

In all cases involving replacement of 
permanent insurance in other companies, 
immediately upon receipt of the applica- 
tion, Massachusetts Mutual will notify 
the company concerned of the possibility 
of replacement of insurance in force in 
their company. 


panies, 


Careful Screening 


When the replacement of permanent 
insurance in the Massachusetts Mutual 
is involved, cases will be carefully 
screened and questionable or border line 
cases will be referred to the company’s 
calculation department of analysis. If 
it appears that the replacement is not to 
the insured’s advantage or that a change 
in existing policies is preferable to new 
insurance, a new contract will not be 
issued until the company has received 
from the policyholder a statement cer- 
tifying that he reviewed the company’s 
analysis and is fully aware of the dis- 
advantages of the proposed replacement. 

In all cases involving replacement of 
permanent insurance in the Massachu- 
setts Mutual or in any other company, 
the policyholder must be advised in 
writing of the disadvantages previously 
outlined. There should be a full compari- 
son of the policy provisions and benefits 
of both the old and new contracts as to: 
suicide and incontestability clauses; ad- 
ditional features such as disability and 
accidental death benefit; war, aviation 
or other exclusion riders, change privi- 
lege; settlement options and beneficiary 
arrangements available. The policyholder 
must be informed whenever it would 
be to his disadvantage to forego a privi- 
lege or benefit in the old policy or to 
assume a restriction in the new. 

A complete cost comparison must be 
furnished, including a comparison of 
gross premium less dividends, increase 
in cash values, and guaranteed premiums 


when they are involved. Comparative 
figures should cover a period long enough 
so that a fair comparison can be made. 
Under New York law such a comparison 
must be made for the possible duration 
of each policy to be determined by the 
life expectancy of the insured. 

The company must be notified when- 
ever the application for new insurance 
is based on the replacement of existing 
insurance, regardless of plan, or when the 
agent has any knowledge that a policy 
has recently been or may be surrendered, 





lapsed, placed or under extended term 
or made paid-up for a reduced amount. 

“We expect our agents to observe the 
spirit as well as the letter of this require- 
ment,” the letter said, “and to notify 
the company of any knowledge that 
existing insurance may be affected within 
one year, even though a definite decision 
as to the disposition of the old insurance 
has not yet been made.” 

The application must be accompanied 
by a supplemental letter signed by the 
agent clearly explaining the reason for 





the replacement. This letter should also 
state that the policyholder has received 
a signed copy of the proposal, outlining 
the disadvantages as well as the advan 
tages of the replacement, with full and 
accurate comparisons. The letter should 
further state that signed duplicate copies 
of the proposal and comparisons have 
been furnished to the general agent. This 
material is to be reviewed by the general 
agent and held in his files, to be avail- 
able to the home office on request for 
a period of three years. 





Jay Rupert, Jr., shown here with his family and pursuing 
his favorite hobby, has been closely associated with Acacia all 


of his life, for his father was the manager of our Wilmington, 
Delaware, Branch Office from 1921 until his untimely death 


in 1940. 


Early in his teens, Jay, Jr., decided to follow in his father’s 
footsteps and he keyed his education to that end. World War II 
intervened, however, and Jay served four years as an officer in 
the U.S. Army. In 1946, following his discharge from the service 
at the age of 26, he joined our Wilmington Office as a full-time 
agent. He has consistently been the agency’s leading producer. 
He is a Life Member of the Million Dollar Round Table and 
last year qualified for membership in that organization for the 
fourth time in the last five years with $1,664,140 of paid 


business. 


Anyone who knows Jay Rupert, Jr., 


WHAT IS 


74 Papert 


SECRET OF 
SUCCESS? 





can tell you the 


secret of his success. Possessing a dynamic personality and an 
enthusiasm for what life insurance can do for people, Jay is a 
natural born salesman and a hard worker who renders a spe- 
cialized service superlatively well. Hours and distance mean 
nothing to him, as long as he has an opportunity of talking with 
a prospect about his present and future needs for life insurance. 


We’re proud of Jay Rupert, Jr., and all of our other career 
life insurance salesmen and saleswomen who have found that 
specialization in personalized life insurance selling has enabled 
them to find their own secret of success—at Acacia. 


ACACIA MUTUAL LIFE INSURANCE 


COMPANY 


"Where You Get Tomorrow's Protection Today" 





Home Office: Washington, D.C. 
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WELL-EARNED RECOGNITION 


To increasing numbers of people — and most particularly to pro- 
fessionals in life insurance — CLU represents a true symbol of 
dedication and achievement. We salute all Chartered Life Under- 
writers and are particularly proud that so many members of the 
Fidelity Field have earned this outstanding recognition. 





insurance 
Company 


the FIDELITY MUTUAL LIF 


ON THE PARKWAY AT FAIRMOUNT AVENUE * PHILADELPHIA 
























UNITED LIFE 
now offers 
S 








© WHOLE LIFE 


© LIFE PAID UP 
AT AGE 65 


© 20 PAYMENT LIFE 


EST. 1913 CONCORD, NEW HAMPSHIRE 


Write H. V. STAEHLE, C.L.U., Field Management Vice President, 

United Life, 2 White Street, Concord, New Hampshire, Or Contact: 

WARREN E. CUTTING, Supt. of Agencies for the District of Columbia, 
*, UL.*, Mass., N. H., N. J.*, Ohio*, Vt.*, and Va.*. 

WALTER O. COREY, Supt. of Agencies for Cal.*, Conn., Del.*, Ind.*, 

Md.*, Me., Mich.*, N. C.*, Pa.*, and R. |. 

*Agency Building General Agents’ Opportunities Available 

Outstanding Overseas agents’ opportunities available in Europe, Okinawa and 

Guom; co minimum of one yeor's stateside production required. 
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American College Hour Panelists 


A three-member question panel has 
been selected to participate in the Amer- 
ican College Hour program in Denver on 
September 27, it was announced by Paul 
F. Clark, CLU, chairman of the Amer- 
ican College of Life Underwriters board 
of trustees. Following the American 
College Hour address by Gaylord A. 
Freeman on the subject of “Money: 
Present and Future,” the panelists will 
ask him questions which they feel will 
be of maximum interest to the NALU 
convention audience. 

Those serving on the panel are Carr 
R. Purser, chairman of the General 
Agents and Managers Conference, Lester 
A. Rosen, QLU, chairman-elect of the 
Million Dollar Round Table, and R. Ed- 
win Wood, CLU, trustee of NALU, The 
American College Hour speaker, Mr. 
Freeman, is a member of the Commission 
on Money and Credit and president of 
the First National Bank of Chieago? He 
has also served the government as vice 
chairman of the Chicago Area Price 
Adjustment Section of the Central Pro- 
curement District, Army Air Force, and 
as consultant to the secretary of the 
Treasury in Washington. 

Carr Purser, general agent for Penn 
Mutual Life in New York, ‘is president 
of his company’s General Agents Asso- 
ciation. An alumnus of the University 
of North Carolina, he heads an agency 
of 23 full-time men who paid for over 
$22,000,000 in 1990, He is a member of 


LIAIMA’s research agencies group ind 
chairman of the life insurance divi ion 
of the Cancer Fund of New York. 

Lester Rosen, Union Central Life « ep- 
resentative in Memphis, has been \.ith 
that company since his graduation fr 
the Wharton School of Finance ind 
Commerce in 1933. He has qualified jor 
the ‘Million Dollar Round Table for 16 
years and is chairman-elect of its 1962 
executive committee. He is chairman of 
the ‘QLU class of 1936 and past preside at 
of the Tennessee State Association of 
Life Underwriters, Memphis Life Un- 
derwriters Association, and Memphis 
CLU Chapter. 

Edwin Wood, who represents Phoenix 
Mutual Life in San Francisco, began his 
career with that company in i920" After 
serving as home office supervisor and 
then as manager, he entered personal 
production in 1944, He is a life and qual- 
ifying member of the MDRT. He earned 
his bachelor of business administration at 
the University of Washington and was 
awarded his CLU designation in 1943. 
In addition to holding all of the ng gt 
in the San ‘Francisco and California Lif 
Underwriter Associations, he is past re- 
gional vice president of the American 
Society of Chartered Life Underwriters. 

Prior to the American College Hour, 
the annual breaktast meeting will be con- 
ducted by the American Society of Char- 
tered Life Underwriters. The final event 
of the day will be the College’s 34th 
national conferment dinner and exercises 
held in the Grand Ballroom of the Den- 
ver Hilton Hotel. 





DIRECTORS OF AGENCIES 


General American Life Appoints Steve.s 
And Curtis to New Posts in Two 
Key Texas Cities 
General American Life has named 





directors of agencies in two key Tcxas 
cities. James H. Stevens will be director 
of agencies in Dallas, and Billy P. Curtis 
will hold the same post in Ft. Worth. 
The function of directors of agencies is 
to coordinate the activities of “multiple 
agencies” in key metropolitan communi- 
ties. 

General American Life’s “multiple 
agency” set up permits a number of 
general agents to develop their own sales 
organizations within the same. city. 
Agencies can thus operate independently 
and competitively—but can share train- 
ing and administrative facilities provided 
by a director of agencies and his staff. 

Mr. Stevens received his education at 
the University of Oklahoma and_ has 
passed two parts of CLU. His experience 
in the life insurance business includes 
sales as well as management, and he 
has achieved membership in the Million 
Dollar Round Table. He has served as 
president of the Dallas General Agents 
and Managers Club. 

The Dallas general agency operated by 
Dennis G. Colwell will become part of 
the new Bow agency set up. Mr. 
Colwell, who has been a General Ameri- 
can Life general agent since 1941, ‘has 
consistently qualified for high produc- 
tion and persistency honors including 
the General American Life President’s 
Club and the National Quality Award. 

Fort Worth Director of Agencies Billy 
P. Curtis received his degree from Bay- 
lor University, Waco. He has begun 
study for CLU and is a graduate of the 
LIAMA Agency Manz agement School. He 
served in the Air Force from 1950 to 
1956 and was discharged with the rank 
of captain. He has been in the life in- 
surance business since 1957, 

Mr. Curtis is a member of the Masons, 
the Scottish Rite, the Optimists Club, 
and the local General Agents and Man- 
agers Club. He will work with Ft. Worth 
general agents George Jackson, Ray- 
mond B. Atherton, and Travis Smith. 


CLU Seminars Planned 


Paul S. Mills, CLU, managing director 
of the American Society of Chartered 
Life Underwriters, announced plans for 
two special one-day CLU seminars to be 
held this fall, one in Milwaukee and one 
in Seattle. These Seminars will be 
sponsored .by the CLU department of 
continuing education and the CLU Chap- 
ters in these two cities. Program arrange- 
ments are under the direction of Mr. 
Mills and Dr. Joseph M. Belth, assistant 
director of continuing education, with the 
cooperation of George A. Knutsen, CLU, 
chairman of the Milwaukee Seminar 
committee, and G. W. Vradenburg, CLU, 
president of the Seattle Chapter. 

The Milwaukee Seminar, scheduled for 
October 11, at Marquette University, will 
feature Willian R. Huey, Jr., LL.B., and 
E. A. Starr. Mr. Huey, assistant ad- 
vanced underwriting consultant for the 
Provident Mutwal Life of Philadelphia, 
will speak on “Charitable Giving in 
Estate Planning.” Mr. Starr, assistant 
agency vice president and director of the 
advanced sales division of the Connec- 
ticut Mutual Life will discuss ‘“Profit- 
Sharing Plans.” 

The Seattle Seminar, planned for Oc- 
tober 17, will present as its guest lec- 
turer John R. Suckling, LL.B., partner 
in the firm of Pratte and Suckling and 
general counsel in Los Angeles for the 
Robert L. Woods Agency of Massachu- 
setts Mutual Life. Mr. Suckling’s topics 
will be “Stock Redemption” for the 
morning session and “Deferred Compen- 
sation—Non-Qualified Plans” for the 
afternoon meeting. 

A third Seminar is being planned for 
Miami.on January 26 at the University 
of Miami. 


PROMOTE G. C. McCABE 

George C. McCabe of Chicago Heights, 
Ill, has been promoted to rg agent 
in ‘Chicago for \Franklin Life, Spring- 
field, Ill. 

Mr. McCabe, who is a three year mem- 
ber of Franklin’s Million Dollar ‘Con- 
ference, will manage the company’s 
fourth largest agency. He succeeds John 
E. Duffy who was named regional man- 
ager. 
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R. A. Frederick to Retire; 
Franklin Life Executive 


RUSSELL A. FREDERICK 


Russell A. Frederick, admnistrative 
vice president of Franklin Life, Spring- 
field, Ill, has announced his retirement 
effective October 1. Mr. Frederick will 
retire after 38 years of active service to 
the Franklin Life. His promotion to as- 
sistant actuary in 1940 was followed by 
advancements to assistant secretary in 
1942, to secretary in 1943, and to ad- 
ministrative vice president in 1949, 

\ member of Franklin Life’s board of 
directors since 1944, Mr. Frederick was 
the originator of utilizing giant electronic 
computers in American industry, Frank- 
lin Life having purchased the first non- 
governmental Univac system. 

Mr. Frederick is chairman of the home 
office administration committee of Amer- 
ican Life Convention, a member of the 
advisory council of University of Illinois 
Executive Development Program, and is 
on the board of directors of the Spring- 
field Association of Commerce and In- 
dustry. He served for several years on 
the membership committee of the United 
States Chamber of Commerce. 





Hofstra Insurance Courses 

Hofstra College’s division of business 
will offer courses in insurance this year 
to persons interested in obtaining either 
the CLU or the Chartered Property and 
Casualty Underwriter designations. 

The chartered life courses will include 
fundamentals of life insurance and an- 
nuities; Group and health insurance and 
pensions; law, trusts, and taxations; eco- 
nomics and finance; and business in- 
surance and estate planning. Courses 
will be given from 3:30 to 5:30 p.m., 
Monday through Friday, beginning Sep- 
tember 21. A student may elect to take 
one or all the courses. 

Two parts of the CPCU preparatory 
program will be in insurance principles 
and practices 5:30 to 7:30 p.m., Tues- 
days, beginning September 26, and in 
insurance and business law, 5:30 to 7:30 
p.m., Thursdays, beginning September 21. 
_ Leona Seldow, assistant professor of 
insurance and real estate, is coordinator 
lor the courses. Information may be ob- 
tained from Hofstra’s division of busi- 
ness. 


Over Half Billion Mark 


\merican Life Ins. Co. now has more 
than one-half billion of life insurance 
in force according to figures released 
recently. Troy V. Post, president, said 
the current total represents a gain in 
excess of $70,000,000 for the eight-month 
period ending August 31. 

American Life of Birmingham, Ala., 
has executive offices in the Life Building, 

alias, 


Lincoln Income Life 
Enters Annuity Field 


The Kentucky Department of Insur- 
ance ‘has approved articles of incorpora- 
tion-for the Lincoln Annuity Life, Louis- 
ville, according to Insurance Commis- 
sioner W. T. Hockensmith. 

The new company is a wholly-owned 
subsidiary of the Lincoln Income Life of 
Louisville. Lincoln Annuity is being 
formed to engage in the life insurance 


business by issuing insurance contracts 
on a variable annuity basis, Commis- 
sioner Hockensmith said. 

Initial assets of the new company will 
be $400,000, composed of $200,000 in 
capital stock (2,000 shares at $100 each) 
and $200,000 paid-in surplus. 

Lincoln Annuity becomes the second 
subsidiary formed by Lincoln Income 
Life within the past year. The first was 
Lincoln Fire and Casualty. 

Incorporators of Lincoln Annuity, all 
of Louisville, are John T. Acree, Jr., W. 
T. McConnell, Dr. Lyle T. Atherton, 
Charles W. Dobbins and J. T. Metcalfe. 


ASSISTANT TO PRESIDENT 

J. Robert Holt, a Salt Lake City na- 
tive, has been appointed assistant to the 
president of the North Central Com- 
panies, Theodore Sanborn, president, an- 
nounced. 

Formerly associated with the invest 
ment division of the First Security Corp., 
Salt Lake City, Mr. Holt received: his 
bachelor’s degree from the University 
of Utah and his master’s degree in busi- 


ness administration at Harvard Business 
School. 


THESE MEN HAVE RECEIVED 
NEW ENGLAND LIFE’S 


ULTIMATE) 


DISTINCTION 


VANGUARD 


William J. Ackerman, 
Alexander Alex, 
Edwin lL Baxley, 
John H. Brady, 
Frank E. Brenné 
George B 
Harry W. Castle 
Robert K. Clark 
W.E. Gehma 
George H. Gruendel 
Paul A. Hazard, Jr 
Lambert Hi 


Mason t E 
William H. McCc 
Alfred E. McN 


Leo P. Mirsky 
Edmond J. Nouri 
John Phillips, III 

D. Miley Pt 
Harry A. Ple 
James H. Prent 


OC AM OO AOOaAAY 


AAAANAANANAAS 


‘2 2 a @) 


) 


John C. Zimdar 


( 





Each is a Chartered Life Underwriter...a Life Member of the Million Dollar Round Table ...a Life 
Member of New England Life’s Leader’s Association...a member of our Hall of Fame. @ Each out- 
standingly exemplifies our concept of the New England Life“‘man of opportunity.” And we find no little 
satisfaction in the knowledge that the quality of their product has contributed much to their success. 


NEW ENGLAND MUTUAL LIFE INSURANCE COMPANY: 
ALL FORMS OF INDIVIDUAL AND GROUP LIFE INSURANCE, 
ANNUITIES AND PENSIONS, GROUP HEALTH COVERAGES 


NEW ENGLAND LIFE 
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Union Mutual Appoints 
Purnhagen Dayton Manager 


C. Robert Purnhagen ‘has been named 
manager of Union Mutual’s Dayton of- 
fice, according to an announcement made 
recently by the company. Mr. Purnhagen 
had been an agent with Mutual Benefit 
Life of Newark for 4% years. He is a 
Life member of the Million Dollar Round 
Table. 

A native of Ohio, Mr. Purnhagen at- 
tended schools in Dayton, and graduated 
from Miami University in Oxford, Ohio, 
with a Bac Science degree in 
Business. He served three years in the 
Marine Corps, enlisting in 1942. He 
spent 25 months in Pacific Theater opera- 
tions, 1945 as a 


helor of 


and was discharged in 
major. 





CYT OUT AND SAVE... IT’S WALLET-SIZE 






F 
' 
! EVERY DOLLAR 
' COMES BACK! 


; Young mep can’t resist this “Capital 
plan... .older men find it very 
: appealing/for. their sons, grandsons. 
With this Plan your client has the guar- 
antee that his annual premiums will be 
I returned at the end of 20 years. Life 
[- Insurance Protection plus a full share 
of dividend earnings 

throughout. 






And “assurance” 
is something we i 
always give you. 
We specialize in 
having specialists 
whoare known for 
working through 

i] with a case... i 
successfully. 


| As close to you as your telephone § 


: 1 Matt Jaffe Associates, Ltd. : 


: 431 FIFTH AVENUE,N.Y. © MU 4-5779 i 
i General Agents i 
{ The Canada Life Assurance J 


{ Company, Toronto,Canada Jj 
Ye neo oc nS oi oe os ee ee ee em oe 


HOME LIFE INCREASES 

Large increases in production for 
August in both Ordinary and Group 
were reported by Home Life of New 
York. 

The Ordinary total stood at $16,308,000, 
which was 19% over the same month a 
year ago and represented tthe second best 
August in company history. For the 
first eight months of the year, Ordinary 
production amounted to $140,655,000, 
which was 6% better than last year-to- 
date. 

In Group life, company production for 
the month was up by over 500% for the 
year-to-date by 30%. 

The overall increase in production of 
both Ordinary and Group kfe for the 
month of August was 45%. For the 
year-to-date, the overall increase was 
10%. 


Wins C. of C. Award 


Pacific Mutual Life’s new headquarters 
building in Santa Ana, Cal., has been 
singled out by that city’s Chamber of 
Commerce for its contribution. to civic 
beauty. Accepting the award on behalf 
of their company were Santa Ana agency 
manager R. Nathanael Cross and mort- 
gage loan manager William Thornburgh. 


The building had earned a perfect 
score in award ratings made by a Cham- 
ber Committee. Among factors consid- 


ered were the relationship of function 
to architectural design, and the rigid 
maintenance of property and grounds. 





Short of man power? We 
have a sales force with 
IMAGINATION to assist you. 

















General American Leaders 

The Otto A. Jeanes Agency, Chicago, 
general agency for General American 
Life, led all other agencies in the amount 
of individual life insurance sold during 
July. 

Other top ten agencies in the order 
of their qualification werc: Allen H. 
Ogilvie Agency, Los Angeles; Adam 
Rosenthal Agency, St. Louis; Kamaaina 
Agencies, Honolulu; Michael Chamber- 
lain Agency, San Diego: Vernon Wood- 
rum Agency, Akron; James E. Gilles 
Agency, Columbus; Lewis C. Callow 
Agency, Memphis; Maurice Levine 
Agency, Los Angeles; and Donald B. 
Williams Agency, San Jose. 

Simon L. Schwartz, a representative 
of the Maurice Levine Agency, Los 
Angeles, led all other General American 
Life representatives in the amount of 
individual life insurance sold during 
July. 


New Occidental Agency 

Occidental Life of California has estab- 
lished a new general agency in Engle- 
wood, Colo., a suburb of Denver, and 
has named Philip W. Nearing as general 
agent, according to Earl Clark, CLU, 
vice president in charge of agencies. 

Mr. Nearing entered the life insur- 
ance business in Denver in 1954 with 
Metropolitan Life and served continu- 
ously there with that company until 
joining Occidental of California. For 
five years of his Metropolitan associa- 
tion he served as assistant manager. 

This new general agency brings Oc- 
cidental’s Colorado branches and agen- 
cies to a total of six . Three are in the 
Denver area; they are the Harry E. 
Tandy Agency, Denver, Gordon Kalweit 
Agency, Boulder, and the Denver branch 
office under Tames R. Wilson, branch 
manager. 


Joins Wisconsin National 

The appointment of Leslie G. Karel 
as regional superintendent of agencies 
for Wisconsin National Life has been 
announced by L. B. Van Treese, agency 
vice president. Mr. Karel’s territory will 
include the states of Indiana, Ohio and 
Kentucky and he will establish a resi- 
dence in Columbus. 

Mr. Karel started his insurance career 
as.an agent with the Occidental Life and 
later served that company in the ca- 
pacities of agency supervisor and as- 
sistant general agent. 

Immediately prior to his affiliation 
with Wisconsin National, he served the 
Michigan Life as general agent, oper- 
ating in northern Michigan and the 
Upper Peninsuia. 

Mr. Karel is a graduate of Denison 
University. 


Name G. H. Girardin 


Glenn H. Girardin has been named 
administrative assistant in the pension 
department at Pacific Mutual Life. An- 
nouncement came from Darwin S. Lig- 
gett, Group insurance vice president. 

Mr. Girardin will take responsibility 
for the pension department’s manage- 
ment reports, annual statement prepara- 
tion and experience rating. 

He earned a bachelor’s degree from 
the University of Michigan’s School of 
3usiness in 1957. A year later he re- 
ceived a master’s degree of business 
administration in finance there. 

3efore joining the Los Angeles-based 
company, Mr. Girardin had gained two 
years of experience as a life insurance 
agent in Ann Arbor, Mich. 





FRANKLIN GENERAL AGENTS 

Milton Rozensky, Joseph Saia, and 
Charles Kramer of Pittsburgh, doing 
business as the R-S-K Agency, have been 
appointed general agents for Franklin 
Life, Springfield, Ill, announced Frank- 
lin Regional Sales Director Mitchell T. 
Melham. 

They wore formerly assistant managers 
for Metropolitan Life. 





—- 








Program for Jan. 1962 Forum 
In Puerto Rico Announced 


Subjects of discussion for the second 
annual Leaders’ Forum for Advanced 
Underwriting, sponsored at the Univer- 
sity of Puerto Rico, Rio Piedras, las 
7-12, 1962, have been announced by : hat 
school and the co-sponsor, University 
of Illinois. As at the last meeting in 
January, the majority of attendance js 
anticipated from the mainland. 

Sunday, Jan. 7, will be devoted to reg- 
istration and &#n opening banquet. Mons 
day morning will be devoted to a forum 
discussion, “Attracting and Retaining 
Key Men Through Life and Health In- 
surance—Non-Qualified Plans.” Evening 
that day will feature an open discuss‘on 
of “Protecting Business Assets and In- 
come Through Life and Health Insur- 
ance.” 

Tuesday morning will be another 
forum discussion, “Attracting and Re- 
taining Key Men Through Pension and 
Profit-Sharing Plans—Qualified.” That 
evening a panel discussion will feature 
“Use of the Corporate Dollar for Life 
and Health Insurance.” 

Wednesday will be an open day with a 
trip to Dorado Beach and a Puerto Rican 
dinner in the evening. Thursday’s forum 
discussion will be on “Life and Health 
Insurance In Estate Planning,” with an 
evening panel, “Use of the Personal Dol- 
lar for Life and Health Insurance.” 

The closing day, Friday, will feature 
a morning discussion on “Business 
Health Insurance and Time Manage- 
ment, ” with an afternoon session on 
“New Frontiers in Life Insurance Sales, 
Service and Products.” That evening at 
the banquet certificates will be awarded, 

Each forum session is conducted by a 
discussion leader but at the same time 
floor discussion is encouraged as con- 
trasted to formal platform presentation. 
Registrations are being handled by the 
Bureau of Business Management, Uni- 
versity of Illinois, Urbana, III. 





Mark 25th Anniversaries 


Two members of Midland Life’s field 
force recently marked their 25th an- 
niversaries with the organization. They 
are Harold J. Plack, Sr., general agent 
in Peoria, Ill., and Edward P. Tice, It. 
associate general agent in Columbus. 

Both men have consistently ranked 
among the company’s field leaders. For 
virtually all of his 25 years with Mid- 
land Mutual, Mr. Plack has been a mem- 
ber of the “App-A-Week” club, having 
submitted at least one new life insurance 
application each week for 1,292 consecu- 
tive weeks. 

Mr. Tice, an associate of the Herman 
O. Tice Agency, is currently a member 
of the President’s Council, an honorary 
group composed of the company’s top 
ten representatives. He has qualified six 
times for the National Quality Award. 


Promote Jules M. Welker 


Jules M. Welker has been promoted to 
agency finance manager at Pacific Mu- 
tual Life. Announcement came from 
Joseph F. Tudor, CLU, agency vice pres- 
ident. 

Mr. Welker will now oversee the 
financing involved with Pacific Mutual's 
agent contracts and will take further 
responsibility in agency field service 
across the country. He joined Pacific 
Mutual in 1949 and was soon appointed 
supervisor in its accident and health 
division. He earned his bachelor of 
science degree in business administration 
from Los Angeles State College in 1959. 


NNwNL August Sales 


Sales of new life insurance in August 
by Northwestern National Life of Min- 
neapolis set a new company record for 
the month. Total sales were $17,311,749, 
or 7.2% ahead of August a year ago. 

The firm also recorded its best month 
in health insurance sales with 345 ap- 
plications totaling more than $28,000 in 
annual premium. 
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LIAMA Meeting Theme 


“The Agency System—An Appraisal” 
is the theme of the 44th annual meet- 
ing of the Life Insurance Agency Man- 
agement Association to be held Novem- 
ber 7-10 at the Edgewater Beach Hotel 
in Chicago. Is our agency system as 
gool as we think it is? What effect 
will the increasing cost squeeze have 
on it? What effect will the various 
marketing approaches have? These are 
typical of the many questions to be 
examined this year in the meeting 
which is expected to attract about 1,000 
sales executives. 

Meetings of most of the Association’s 
committees will be held Tuesday morn- 
ine and afternoon, November 7. Five 
general sessions will be held Wednesday, 
Thursday, and Friday. 

The traditional fellowship luncheon is 
scheduled for Wednesday noon and a 
reception is planned for Wednesday 
evening. 

The general sessions will include the 
popular legislative forum; a panel of 
agency officers discussing recent devel- 
opn rents in their particular type com- 
pan speeches by industry leaders 
and re Dr. Courtney C. Brown, Dean of 

he Graduate School of Business, Colum- 
bia University. 

Marvin E. Lewis, agency vice presi- 
dent for Bankers Life of Iowa is chair- 
man of this year’s annual meeting com- 
mittee. He has been assisted by: Willard 
C. Brudi, Lincoln National; Howard H. 


Conley, CLU, New York Life; Wylie 
Craig, Georgia International; Kenneth 
P. Dowd, Phoenix Mutual; Herbert 


Elston, CLU, Minnesota Mutual; Jack 
R. Morris, Republic National; T. H. 
Neville, Manufacturers Life; Guy A. 
Paquet, Les Prevoyants; Glen J. Spahn, 
Metropolitan; Joseph F. Tudor, CLU, 
Pacific Mutual; and Rufus White, Pilot 
Life. 

Details of the program will be an- 
nounced soon. 


Guardian Life Appoints 


Field Training Supervisors 

Martin E. Brown, CLU, and George 
S. Murdock have been appointed to the 
home office staff of Guardian Life as 
field training supervisors. 

A graduate of New York University, 
Mr. Brown entered the insurance field 
in 1953. He attained his CLU designa- 
tion in 1959, and had his own general in- 
surance agency prior to his Guardian 
‘appointment. 

Mr. Murdock is a graduate of Colgate 
University. He entered the insurance 
field with Guardian in 1959 and qualified 
for the Leaders Club in his first year. 
He was most recently supervisor of The 
Guardian agency in Syracuse. 


District General Agents 


Georgia International Life, Atlanta, 
has announced the appointment of Frank 
B. Falkstein, Jr. and Walter L. Carpen- 
ter as district general agents. 

Mr. Falkstein is establishing his office 
in San Antonio. He is a native Texan, at- 
tended Texas University and has com- 
pleted Part I of the Life Underwriters 
Training Council course. Prior to be- 
coming affiliated with Georgia Interna- 
tional Life, Mr. Falkstein was with The 
Prudential. 

Mr. Carpenter’s office is located in 
Houston. He attended Indiana Univer- 
sity and Northwestern Missouri State 
College. He began his insurance career 
as an agent for Provident Mutual Life 
in 1953, and served with them for a year. 
He then went with The Prudential as an 
agent and later was made assistant man- 
ager in their Houston office, working in 
that capacity for three years. For the 
last year and a half, Mr. Carpenter has 
been a general agent for Farmers and 
Bankers Life in Houston. 








Many an underwriter has 
hitched his career to the 
“Star of the North,” an 
agent-minded company with 
nearly three billion dollars 
of insurance in force 


THE 


MINNESOTA MUTUAL LIFE 


INSURANCE COMPANY 
ST. PAUL 1, 





MINNESOTA 








Bankers Security Life 


Promotes Executives 

Lloyd M. Bauman, president of Bank- 
ers Security Life Insurance Society, 
Washington, D. C., announced seven ex- 
ecutive promotions. The company is a 
member of the insurance group of Fi- 
nancial General Corporation. 

The new appointments are: 

William J. Moore from vice president 
and controller to vice president-finance ; 
Robert J. Westendorf from treasurer to 
vice president-administration; Raymond 
P. Seastream from auditor to treasurer; 
John W. Lynch from assistant controller 
to controller; Shirley L. Shirk from 
supervisor of accounting to auditor; 
Richard R. ‘Pryor from supervisor of 
supply to manager of agency services; 
Doris Campbell from assistant super- 
visor of accounting to supervisor of ac- 
counting. 


DAVID R. COOK ADVANCED 


David R. ‘Cook has been advanced to 
associate regional Group manager in 
the Denver Group office of Occidental 
Life of California, according to Herbert 
D. Eagle, vice president of Group sales 
and service. 

Mr. Cook joined the company in Los 
Angeles in 1958 and in 1959 moved to 
the Denver Group office where he has 
been assistant regional Group manager 
since ‘April, 1960. 


Equitable, lowa, Increase 


New paid life insurance in the Equi- 
table Life of Towa during August 
amounted to $14,860,964, representing an 
increase of 4.8% over the corresponding 
month in 1960. This brought the total 
for the first eight months to $115,763,151, 
a gain of 48% over the corresponding 


period in 1960. 


Life insurance in force at the end of 
August increased to a new high of $1,- 
807,732,675. 

The Kokomo agency, R. L. Boyd, CLU, 
general agent, led all agencies through- 
out the country. 


Guardian District Agent 

Leland D.. Adams has been appointed 
district agent in Columbus for The 
Guardian Life. 

A native of Johnstown, Ohio, Mr: 
Adams is a graduate of Capital Univer- 
sity, and served in the Navy in both 
World War II and the Korean Conflict; 
attaining the rank of lieutenant- eom- 
mander. 

Mr. Adams. entered the insurance field 
in 1946, and established his own agency 
in 1954. He has been a member of both 
the Life Underwriters Association and 
the Accident and Health Association, and 
is currently active in Community Chest 
work in Columbus. 





N OW RENEWAL GUARANTY CORPORATION 


ANNOUNCES 4 ew exctusive BENEFITS ON 
RENEWAL COMMISSION 


LOANS 


1. Long term repayment plan 
2. Interest on unpaid balance only 
3. No service fee or commission charge 


4. Loans are non-demand and 
non-callable 


A General Agent or agent can easily convert his Vested renewal commissions to cash 
now. Loans from $2,000 to $100,000. We are presently doing business with over 80 
U. S. Life Insurance Companies in 45 states and two foreign countries. During the 
past 9 years, this corporation has loaned over ten million dollars to the Life 
Insurance Fraternity. We assist life underwriters to become even more successful. 




























RGC’s President, 
John H. Weber, 
has been a member 
of the NATIONAL 
ASSN. of LIFE 
UNDERWRITERS 
over 15 years. 








Name. 


Renewal Guaranty Corpora 


2323 First National Bank Building © Phone TAbor 5-2254 


| LARGEST SPECIALIZED FINANCING SERVICE FOR LIFE UNDERWRITERS” 


i RENEWAL GUARANTY CORPORATION x * £ E 
Bis ‘ 2323 First National Bank Bidg., Denver 2, Cole, 


Gentlemen: Please send me comp 
details on your exclusive service. | understand | am - 
NOT obligated in any way. r 


(0 AGENT 


For complete, confidential information on 
this exclusive service, please call or write 


lion 


Denver 2, Colorado 


“eS 
let £3 da nat Gs 





* 


() GENERAL AGENT 








Address. 








City. 
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Life of Georgia Changes 


Charles M. 


Forms Actuarial Firm 


Ellis has been appointed by Edward H. Friend, formerly associated 


Life of Georgia district manager at with New York Life and The Prudential, 
as ey has established the actuarial firm of 
Florence, S. C., to succeed the late Eqward H. Friend and Co., with offices 
Laurie L. Harley. Mr. Ellis, who started jin the Tower Building, Washington, D. C. 
his career with Life of Georgia in A Fellow of the Society of Actuaries, 
Florence 27 years ago, transfers from Mr. Friend is a pioneer in the field of 


actuarial studies relating to the establish- 
ment of self-insured health and welfare 
programs. Before opening his own of- 


Hartsville, S. C., where 


manager. H. L. 


he was district 
LeGette was appointed 


district manager to succeed Mr. Ellis  fices, he was vice president of the S. A. 
at Hartsville. He has been a training Miller Co. in Washington. ; . 
assistant on the home office training Mr. Friend conducted actuarial studies 

: * used in steel industry labor negotia- 
staff since January, formerly was staff 


tions two years ago and has helped estab- 
lish numerous corporate and joint labor- 
management pension plans. 

While associated with New York Life, 
Mr. Friend 


manager in the Florence district. 





O'TOOLE ASSOCIATES was instrumental in the 
development of the first electronic com- 
Incorporated puter operation for the automatic pay- 

Man i a Je. ts to 





ment of dividends to individual policy- 
owners. 

As a Navy lieutenant, he worked on 
high-speed computers and supervised the 
development of the first application of 
computers to an actuarial problem in 
connection with the Uniform Contin- 
gency Option Act of 1954. 

Mr. Friend is a graduate, 


Insurance Companies 
Established 1945 

220-02 Hempstecd Avenue 

QUEENS VILLAGE 29, NEW YORK 








magna cum 


Woodward, Ryan, 


laude, of Princeton University, where 
° he was awarded the Andrew H. Brown 
Sharp & Davis prize scholarship in 


mathematics and 
elected to Phi Beta K appa and Sigma Xi. 
He and his family live in Chevy Chase, 
Maryland. 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 


P. T. Cahill Agency Moves 








The 4lst Street, New York, branch 
office of Connecticut General Life for- 
HAIGHT, DAVIS & HAIGHT, Ine. Coneectics. Coserel 
merly at 18 East 41st Street had a 
. . change of name and address, Manager 
Consulting Actuaries Patrick T. Cahill, CLU announced. 


The office moved to new quarters at 
30 East 42nd Street and will be known 
as the Cahill Agency. 


INDIANAPOLIS OMAHA 











30 YEARS IN TEXAS 





Occidental Life of California has 13 
Agencies There; Chaney Named 
In Austin 
Occidental Life of California marked 
its 30th year of Texas operation by 
establishing a general agency in that state 


under direction of Richard L. Chaney. 
This makes its 13th general agency 
there. A graduate of University of Texas, 


Mr. Chaney became an insurance agent in 
Austin seven years ago, He belongs to 
Leaders Round Table of Texas and is a 
National Quality award winner. Vice 
president in charge of Occidental agen- 
cies is Earl Clark, CLU. 


Promote R. W. Van Lone 


Roger F. Garrels, vice president and 
director of agencies for Girardian In- 
surance Co., has announced the promo- 


tion of Robert W. Van Lone from 
California regional manager to regional 
superintendent of agencies for the Dallas 
based insurance organization. 


Mr. Van Lone has served 
manager of Girardian’s California sales 
territory since affiliating with the com- 
pany in early 1960. Following his grad- 
uation from the University of Arizona 
in 1950, Mr. Van Lone entered insur- 
ance sales as a Group representative and 
later joined another insurance firm as 
manager of its life and accident depart- 
ment. He has added to his field ex- 
perience by attending special insurance 
schools. 


A World War II Navy 
Van Lone is active in national and 
local organizations. He belongs to the 
Toastmaster International Club; San 
Pedro Current Events Forum, and the 
membership committee of the San Pedro 
YMCA. 


as regional 


veteran, Mr. 


NML Actuarial Program 


Eighteen college students in an inten- 
sive 1l-week institute on actuarial sci. sec 
at Northwestern Mutual Life rec: 
their certificates of completion from 
tor E. Henningsen. NML actuary, ho 
appeared in cap and gown in the roi. of 
dean of “NML’s College of Actus-ial 
Knowledge.” 


The student group, which inclu ied 
three coeds, participated in a summer 
training course conducted by James C. 


Hickman, professor of actuarial scieice 
at the State University of Iowa, Iwa 
City, and a fellow of the Society of 
tuaries. 

This is the second year of the actuarial 
program at NML, and the first when ‘he 
instructor was available during the su 
mer on a full-time basis for instruction 
and consultation. 

The participants were college studenis, 
sophomores through graduates, who were 
selected because of their superior mathie- 
matical aptitude. Courses were offered 
in actuarial mathematics, life conti: 
gencies and pension funding, 

The summer institute is part of NML’s 
long range effort to staff its home office 
and field operations with personnel ex- 
pertly trained in all phases of its opera- 
tions. 

The students came from several schools 
including Harvard University and _ the 
Universities of Wisconsin, Michigan, 
lowa and Wisconsin-Milwaukee, and 
Lawrence and Cardinal Stritch Colleges. 


CALHOUN LIFE GEN’L AGT. 
Ray ©. McDowell Jr. 
pointed general 
in Spartanburg 
President 


has been ap- 
agent for Calhoun Life 

according to Vice 
Robert C. Seabrook of the 
company’s Ordinary department. 

Mr. McDowell, who has been in the 
insurance business since 1957, is a grad- 
uate of Spartanburg High School. 








Education is for Lrfe. 















> 
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of Canada, 


Value of a College Education’, 





Trade and Industrial Schools?’ For those who 


One North LaSalle Street, Chicago 2, Ill. 





SUN LIFE ASSURANCE COMPANY 


ONE OF THE GREAT LIFE INSURANCE COMPANIES 


In the belief that the question of educational standards is one 
{\\ of the most vital facing us today, and in the further belief that 
the process of learning extends through a lifetime, Sun Life 
in its Values in Education series, 
 \eaflets ranging from ‘Why Stay in School?’ to ‘Adult Education 
Today.’ For the teen-ager planning his advanced education, for 
example, there are four leaflets that could prove of interest — “The 
‘So You’re Going to College’, ‘Why 
Study the Humanities?’ and ‘Scholarships and Student Loan Program.’ 


The leaflets extend beyond the realm of formal education. ‘How to 
Get More Fun out of School’ and ‘Sports-Tips for Teen-Agers’ should 
appeal to the youngsters and broaden the scope of their activities. 
‘Fit! Fat! Fad!’ stresses the importance of physical fitness for the 
12-20 year group and suggests various exercises to help them attain 
this ideal. For young people thinking of a trade, there is ‘What About 


of their retirement years, ‘Educating Yourself for Retirement’ and 
‘New Horizons for Leisure Time’ should prove helpful. 


These leafiets are offered free of charge and without obligation. Since 
this Values in Education series was first instituted by Sun Life late 
in 1959, two million leaflets have been sent out on request to all parts 
of the United States and Canada. For a complete set of leaflets, 
write Sun Life of Canada, Values in Education, 


is offering 


wish to make the most 
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Stocks-Bonds Moved To 
Equitable Home Office 

VALUE MORE THAN $514 BILLION 

Operation Carried Out Over Holiday 


Weekend Into New Building at 
1285 Avenue of Americas 





juitable Life Assurance Society on 
Su day September 3 moved more than 
$5. billion of stocks and bonds from 
its ome office at 393 Seventh Avenue, 
op; »site Pennsylvania Station, into its 
ne. 42-story building at 1285 Avenue 
of the Americas, adjacent to Rockefeller 
Center, a distance of more than one mile. 
Th. move was carried out in the quiet 
of a holiday weekend Sunday between 
8 a.m. and 1 p.m. 
ie 7,350 Equitable home office em- 
ployes have been moving into the new 
building since August 17. in a transfer 
involving 75,000 pieces of equipment in 
1,800 van loads. The huge move will be 
completed during the next two wecks. 
Five armored trucks of United States 
Trucking Corp. carried the securities. 
The trucks made 55 round trips. Aboard 
each truck were six-men—the driver and 
two armed guards from United States 
Trucking and representatives of Equi- 
table’s treasurer’s department, control- 
ler’s department and the accounting firm 
of Haskins & Sells. 


Special Precautions 






The New York Police Department took 
special precautions in connection with 
the move. A sergeant and five uniformed 
patrolmen were stationed in front of 
393 Seventh Avenue and were augmented 
by an undisclosed number of plain 
clothesmen and Equitable guards. An- 
other detachment was stationed outside 
the new building. 

Police barricades prevented parking 
of cars in the immediate vicinity of both 
buildings. Only persons with a special 
pass were allowed through the police 
lines. 

The armored trucks were loaded at 
the Seventh Avenue main entrance to 
393 Seventh Avenue, facing north on the 
one-way street by special permission. 
They then traveled east on 32nd Street 
and north on Avenue of the Americas to 
51st Street and unoaded at the 5lst Street 
entrance to the new buiding. 

\ll securities had been pre-packaged 
by Equitable employes. The filled cartons 
weighed between 65 and 100 pounds 
each, and were tied with metal strapping. 
Most loads consisted of 12 to 14 cartons. 
In addition to other precautions, the 
securities were insured completely against 
loss during the move. AS; 

On the trip to the new building, each 
truck was preceded along the route by 
a police radio patrol car and followed 
by a detectives’ car. 

rhe move involved $5% billion in se- 
curity, representing that portion of the 
assets stored in the home office vaults. 
Other assets consist largely of substan- 
tial holdings of residential, business and 
rari mortgages. (Total assets $10 bil- 
oe The securities moved ranged from 
$ bearer bonds to a $69 million in- 
dustrial note. They included bonds is- 
sued by State and local governments, 
some foreign countries and bonds in 
many of America’s leading corporations, 
as well as preferred and common stocks. 
ae nee weal be kept in one of 
vaults. bac 38 feet bh oe 
level, the electrically-welded sagh warctt 

55 tons and is pr Maho sr, vault Weighs 

B 4 S surrounded by 28-inch- 


thick concrete walls, floor and ceiling 
that are reinforced with vertical and 
horizontal steel rods. In addition, elec- 
ct devices are built into the 
rault, 


I he massive steel door guarding the 
1,310 Square foot vault chamber is 3414 
inches thick, seven feet high, three-and- 
.- lf feet wide and weighs 25 tons. A 

‘on, round, emergency vault door is 
2 inches thick, three feet in diameter. 

vault was manufactured by~Diebold 

* Canton, Ohio, : 


34! 
Th 


K. C. LINDGREN MADE MANAGER 


Kenneth (C. Lindgren, formerly a 
supervisor in Northwestern National 


Life’s north central divisional office in 


Minneapolis, has been named manager 
of a new district agency at Austin, Minn. 
The Austin district agency replaces the 
firm’s Albert Lea office which ‘since 1932 
was managed by Renzie E. Foglesong, 
who has retired. 

Mr. Lindgren will work under the di- 
rection of L. F. Gunberg, manager of the 
company’s Minnesota Outstate agency 
with headquarters at (Minneapolis. 








LIFE INSURANCE 
PURCHASED ON 


R E N E WA L S EQUITABLE BASIS 


RENEWAL PURCHASE COMPANY 


320 Park Avenue, New York 22, N. Y. PLaza 3-2826 











There’s 
only 
ons 
Jimmy... 





and only one you 


And only one family that wraps iteelf around 
your heartstrings. No other Jimmies~no other 
families —are exactly like yours. What you 
want for them isn’t the same as others want 
for their families. Your income, your aime and 
your needs are not the same as those of the 
fellow next door. 

That's why Connecticut Mutaal Life believes 
in creating individual life insurance programs 
for each family. There's a CML man near you. 


combination of policies and payment methods 
from the handreds CML offers. And, if you 
wish, he'll work with you through the years to 
keep your insurance constantly in tune with 
your dreams. 

with a CML man. Let him help: you 
pedeeth arte peace of mind through protec- 
tion and security, made to measure for your 
Jimmy, your family —and you 


Strength + Service + Flexibility 
% years, b 
Coometwot Mutual Lite. te taglines TES an a 
vices rom const to ome 3 
hwskehons whe inj neabsobartial ainaisl inte ate oa 
noted for ite high inoune tv ben fictarios srt Beal 
poticy vomtnacns, CME bs x ional company for ye 











Connecticut Mutual Life 


AISLIRANCE. COMPANY + HARTFORD 













ut Mutual 


PANY 





Soper 


Millions see these messages 


These are full-color illustrations of appealing children in the midst of 
some recognizable family experience. The text tells the story to family: 
heads that life insurance gives the greatest benefits when individually 
fitted by a competent agent. 

That’s the message that America’s best prospects see again and 
again in CML’s national advertising in Time and Newsweek. 


Connecticut /Vlutual \Life 


INSURANCE COMPANY * HARTFORD 
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~ MR. UNDERWRITER} 
LACOP is INSURED 


Your name here 








means a 
successful 
future @®ee 





insured in writing! 





LACOP wants to issue YOU a “policy” . .. a “policy” unlike any you’ve ever seen before. It’s 
LACOP’s CAREER INSURANCE .. . the first policy ever created that guarantees in writing all the 


elements you need for a successful, profitable career in insurance sales! 


Why such a policy? Because Life Assurance Company of Pennsylvania, one of America’s fastest- 
growing full-line companies, wants to share its bright future with lifetime associates, not merely rep- 
resentatives. To such men we offer fully vested commissions . . . territorial protection . . . travel 


bonuses . . . a complete range of flexible policies priced to give you every competitive advantage. 


All these benefits . . . and more . . . are spelled out in and guaranteed by the unique CAREER IN: 
SURANCE “policy” for Life Underwriters. Use the coupon to secure a sample “policy” that will 
underwrite your future with LACOP. It may be the most important “policy” ever delivered to you! 


Life Assurance Company 
of Pennsylvania 


2204 WALNUT STREET - PHILADELPHIA 3, PA. 
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|Your Career with 
nd GUARANTEED! 


a Fully vested commissions — INSURED « GUARANTEED! 

a Incentives and bonuses — INSURED « GUARANTEED! 

= Competitive rate structure — INSURED GUARANTEED! 
= Complete & flexible coverage — INSURED « GUARANTEED! 
= Territorial protection - INSURED « GUARANTEED! 














These and many other benefits are INSURED & GUARANTEED by LACOP in the CAREER 
INSURANCE for UNDERWRITERS “policy”. Use the coupon below to secure a sample copy of 
t’s this policy along with full details of the most unusual offer ever made to insurance underwriters. 


he Exceptional opportunities available in Maryland, Florida, Louisiana and Western Pennsylvania. 


re eg ee en ee eT a ae ARR SN a em ene: iD eee sete 
5: THIS SAMPLE | 
vel POLICY 
e. TODAY! 


Sherman J. Edelman, Executive Vice President 
Life Assurance Company of Pennsylvania 
2204 Walnut Street 

Philadelphia 3, Pa. 





Dear Mr. Edelman: 


formation about your CAREER INSURANCE "policy" together with a sample policy for my examination. 


NAME 





ADDRESS 














| 
| 
| 
| 
| 
| 
| 
I'm interested in a career GUARANTEED to be profitable and rewarding. Please send me full in- | 
| 
| 
| 
| 
| 
| 
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Prudential Shifts to 
‘Health Insurance’ Term 


150 COS. NOW HAVE ADOPTED IT 





Valentine Howell’s Bulletin to H. O. 
Vice President Outlines Change- 
Over Details 


The Prudential has joined the shift 





o the term “Health Insurance” as 
generic for the field. A bulletin from 
Valentine Howell, executive vice presi- 
dent of t company, to all Prudential 
vice presidents reports that after “care- 
ful and extensive consideration, it has 
been decided that ‘Health Insurance’ 
should be adopted by our company, ¢x- 
cept for annual statement and account- 


ng purposes.” 

The bulletin also advises that the term, 
“Individual Health Insurance” and 
Health Insurance” should be 
used to replace “Individual Sickness and 
Accident Insurance” and “Group Ac- 
‘ident & Health Insurance.” 

This shift will 
printed materials, 


“Group 


require changes in 
Mr. Howell points out, 


and will be made as each item, such as 
rate books, sales promotional materials, 
omes up for reprint 


Employe titles and names of divisions 
(or sections of divisions) which contain 
the words, “Sickness & Accident” or 
‘Accident & Health,” will be changed 

r to omit the terms or to substitute 
“Health Insurance.” 





The Prudential’s changeover to the 
new tert as a result of recommenda- 
tion of the Committee on Health Insur- 

Terminology of the American Risk 
& Insurance Association formally the 
American Association of University Teach- 
Insurance), headed by E. J. Faulk- 
ner, president, Woodmen Accident & Life, 
with R. W. Osler, president, Under- 
writers National, as editor. To date, 
approximately 150 companies and nu- 
us publ ist i trade publications 
ve notified the committee of a shift to 
“Health Insurance.” 
Last 


nis 


ers | of 


mero ers an 


year, the International Associa- 
tion Accident & Health Underwriters 
dropped “Accident” from its name to 
conform. The LUTC will use the new 


rm as its materials are reprinted. 

Only hold-out of any consequence in 
the trade press is the National Under- 
writer 


Membership of the Committee 


The membership of the Committee on 
Social Insurance Terminology of the 


American Association of Risk & Insur- 
ance has been announced by C. Arthur 
Williams, Jr., School of Business Ad- 
ministration, University of Minnesota, 


The committee 
part of the ARIA Com- 
Insurance Terminology, 
uded by Davis W. president, 
nerican College of Underwriters. 
1e membership of committee in- 
cludes management, 
and acade- 


Minneapolis, chairman 
functions as a 
mission on 
Gregg, 
Life 
this 
representatives of 
government, industry 
Tmucians 


T 
“—™ 
, 

i ibor, 


in ad- 
John F. 
3akerman, 
Bowers, Ohio 
. Brown, Princeton; 
Eveline M. Purns, Columbia; Oscar N. 
Serbein, Stanford; Herman Somers, 
and John G. Trunbull, Min- 


Academic University members, 
dition to Mr. Williams, are 
Adams, Temple; Theodore 

Duquesne; Edison L 
State; J. Douglas 


Haverford, 
nesota 
hristy, in- 


Other members are James Cl 


surance manager, Upjohn Co.; W ilbur 
J. Cohen, HEW; Frank G. Dickinson, 
National Bureau of Economic Research; 


E. E. Ballard Keynotes 
All American’s Meeting 


POINTS TO RAPID EXPANSION 


300 Leading Producers from 21 States 
Attend 4-Day Chicago Gathering; $230 
Million of Insurance in Force Reached 





Three hundred leading producers of 
all American Life & Casualty, having 
completed qualification quotas during 
an 18-month period, attended the com- 
pany’s recent four day sales meeting at 
the Edgewater Beach Hotel, Chicago. 
Twenty-one of the 41 states in which the 
company is licensed were represented— 
the farthest from Hawaii. 

The convention got under way with a 
general session at which E. E. Ballard, 
president, announced a total of over 
$230,000,000 of life insurance in force 
and anticipated approximately $300,000,- 
000 by the end of 1961. “We have con- 
tinued to rapidy expand in the health 
field and expect the health premium to 
exceed $6,000,000 by the year-end. Total 
premium income this year should ap- 
proximate $11,000,000, he said. 

“Men, Money and Motivation” was 
the topic discussed by Hal L. Nutt, 
CLU, director—Life Insurance Market- 
ing Institute, Purdue University, guest 


speaker at the meeting. 
Two Sales Seminars 
Two sales discussion, featured the 


gathering. The first on “Quality Counts” 
was moderated by John N. Metropulos, 


Illinois regional vice president, Park 
Ridge, Ill, and included the following 
speakers: Keith Hardy, Aurora, Ill.; Vic 
Mesco, Chic ago; Frank Taylor, Blan- 
dinsville, Ill. ; Blair Bendell, Minneapolis; 
a Newmark, St. Louis; Burt Streit, 


North Miami, Fla.; 
ton; Ed Goehring, 
George McArdle, 

“What’s New!” 


Mosher, 
Moines, 


Jim 
Des 
Chicago. 

was the subject of the 
second seminar, moderated by Harold 

A. Lanigan, regional vice president for 
Florida and Georgia. The speakers were: 
R. J. Donaldson, All American’s exec- 
utive vice president; M. J. Epstein, 

Oakland, Calif. ; zz Hirst, Biddeford, 
Maine; Alice R. Mosley, All American’s 

advertising and sales 


Day- 
and 


promotion man- 
ager; Thomas F. Mahoney, assistant 
actuary—secretary; Russ Follett, Terre 
Haute, Ind.; McKinley Carr, agency 


director for California; R. A. Derosier, 
agency director for New England States; 
Wilson B. Foster, San _ Francisco; 
Eugene V. Carr, agency director for 
Kentucky; Dale C. Long, vice president 
and agency director for Iowa; Sam 
Higuchi, Honolulu, and F. M. Ferren, 
vice president and agency director for 
Indiana. 
Two other were for 


program features 


agency builders and agency managers 
under the direction of R. E. Main, vice 
president and agency director, and the 


semi-annual meeting of the 
field committee. 


Wives Hold Their Own Seminar 


Further substantiating the fact 
the All American is an organization 
made up of a working team—‘shirt 
sleeve executives, hard-hitting field man- 

(Continued on Page 25) 


company’s 


that 





Joseph F. Follmann, Jr. 
Association of America; Herbert C. 
Graebner, dean, American College of 
Life Underwriters; Robert J. Myers, 
Social Security Administration; Ray 
M. Peterson, vice president, Equitable 
Society; Jerome Pollack, UAW, and 
William H. Wandel, Nationwide Mutual. 


Health Insurance 


Mutual of Omaha Is Launching “Most 
Intensive Ad Campaign for Health Ins.” 


Mutual of Omaha announced a_ fall 
advertising campaign this week which 
may be the most intensive campaign in 


the history of health insurance. 
Headlining the campaign will be “Chet 
Huntley Reporting for Mutual of 
Omaha,” Bob Considine’s famous radio 
newscast, the Jack Paar program, Arthur 


Godfrey, and “Father Knows Best.” The 
print advertising will include ads in 
Reader’s Digest, Parade, This Week 
The American Weekly and Family 
Weekly. 

“It is, perhaps, the most highly con- 
centrated campaign in the history of 
health insurance,” a Mutual of Omaha 


spokesman said. 
the greatest 
individual 
Neighbor 
plans,” he added. 

The Huntley show, seen weekly on 
NBC-TV on Sunday afternoons, is a 
review and feature news program. How- 
ever, this fall many hard news stories 
will be carried. Mutual of Oimaha’s full 
sponsorship will be for 26 weeks. 

Jack Paar, famous night-time NBC-TV 
showman, is also working for Mutual of 
Omaha salesmen this fall. Hugh Downs 
will deliver the commercials. 


“Father Knows Best” Latest Addition 


Robert Young 
“Father Knows 


“This schedule will give 
emphasis possible to the 
salesman and the new Good 
policy of income protection 


and Jane Wyatt, in 
Best,” are the latest 
additions to the Mutual of Omaha sales 
force. “As a top family program, this 
show reaches an audience where empha- 
sis of income protection insurance can 
mean a great deal for the salesman,” 


the spokesman said. A new, 
commercial approach will be 
these evening CBS-TV shows. 

Bob Considine, heard weekly on Sun- 
day on NBC radio, has been sponsored 
by Mutual of Omaha for 12 years. This 
is believed to be the longest continucis 
commercial association in the insurance 
field. 

Arthur Godfrey, many times a Mutual 
of Omaha salescaster in the past, returns 
to the ‘Mutual lineup and wil tell his 
morning ‘OBS radio audiences about the 
paycheck protection just introduced hy 
the company. 

In addition to Mr. Downs, Mutual 
Omaha commercials will be given by 
Godfrey, Considine, Jan ‘Clayton, Hugh 
Conover and others. 


anima ied 
used in 


Emphasis on “Paycheck Plus” 


The print campaign, launched in the 
September Reader’s Digest, will reach 
millions of prospects with a special em- 
phasis on “Paycheck Plus.” Singer 
Teresa Brewer and her family will be 
featured in the print ads which tell why 
Mutual of Omaha feels that income pro- 
tection and major medical coverage are 
the best combination available today. 

Print ads will also appear in Sunday 
suppliments such as Parade, This Week, 
Family Weekly, and The American 
Weekly. 

During September, October, Novem- 
ber and December, there lis scarcely a 
day when there is not a Mutual of 
Omaha advertisement or national radio 
or TV commercial helping pre-sell the 
public on health insurance, the company 
spokesman stated. 





Fireman’s Fund Announces 


“Super I” Policy Plans 
An important new coverage has been 
added to the already comprehensive 
health programs of perception available 
through the Fireman’s Fund and its af- 
filiates, it was announced this week. 

The new coverage, named Super In- 
come Continuance Plans, is guaranteed 
renewable until age 65 “Super I” provides 
ncome protection against accident alone 
or against accident and sickness, depend- 
ing upon the plan chosen. The cover- 
age provides funds the insured can “bank 
on” when regular earnings are cut off by 
total disability. 

Rather than pay for protection for a 
specified period of time, the insured can 
choose a maximum bank upon which he 
can draw for each total disability, the 
banks ranging from $10,000 to $100,000 
Another important feature is that, instead 
of a level monthly indemnity as_ is 
customarily the case, the indemnity in- 
creases the inedger the total disability 
continues 
other features of the 
“Super I” plans, now available nation- 
wide, give them attractive uniqueness, 
The Fund contends. 


These and 


Murray Halpern Dies 
Murray Halpern, general 
Citizens Life of New York at 76 Beaver 
St., N. Y. died suddenly. He was one 
of the foremost specialists in the writing 
of professional group disability plans. 
He had been associated with Citizens 
Life for the past two years. 


agent for 


A. & H. PAID-FOR UP 10% IN AUG. 

Inter-State Assurance of Des Moines, 
reports a 10% increase in paid-for busi- 
ness in accident and health insurance 
during August, compared with same 
month in 1960, according to Robert A. 
Brown, president. 


G. E. Jones, Jr. Group A. & H. 
Mgr. of Liberty Mutual 


Liberty Mutual of Boston has ap- 
pointed Griffith E. Jones Jr. as manager 
of its home office group A. & H. depart- 
ment. 

Mr. Jones joined the company in 1948 
in Chicago. He was appointed New 
England division group manager in 1954. 
In 1959 he was named assistant manager 
of the group A. & H. department. 





Onsudiionth’ Blue Plan 
Subscriber Feted in D. C. 


The world’s largest group of persons 
protecting themselves against the cost 
of hospital and medical care and sharing 
a common employer, the United States 
Government, marked the enrollment of 
their one-millionth member recently in 
special ceremonies in the Senate Dining 
Room in Washington, D. C. 

John R. Norpel, personnel investigator 
for the State Department, was honored 
as the millionth subscriber selecting Blue 
Cross and Blue Shield protection under 
the Federal Employees Health Benefits 
Plan. 

About two and one-half million Federal 
employes are eligible for hospital and 
medical benefits under a Congressional 
act passed in 1959 providing for the gov- 
ernment to pay part of the cost for 
protection and leaving the choice of 
carrier to the individual employe from 38 
approved insurance and prepayment or- 
ganizations. 

Mr. Norpel, age 36 and formerly an 
FBI agent in Chicago, was employed re- 
cently by the State Department. As an 
employe of the Department he is eligible 
for health benefits for himself and fam- 
ily. In choosing Blue Cross and Blue 
Shield he became the one-millionth em- 
ploye of the government to make this 
choice. 

Attending the luncheon honoring Mr. 
Norpel were his wife and two daughters 
also covered under his enrollment, Con- 


gressional leaders, State Department of- 
ficials and president of the Blues. 
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Paul Revere Names Giles 
General Agent at Albany 








RICHARD M. 


Richard M. Giles has been named 
general agent for Paul Revere Life at 
Albany. For the past nine months, he 
has been a regional training supervisor 
in the company’s six-state eastern sales 
region, 

Mr. Giles joined the company in Pitts- 
burgh in 1957. A year later he was 
named as an agency supervisor. In his 
new position, he will also serve as gen- 
eral agent for the Massachusetts Protec- 
tive Association, Inc., parent company 
for the Paul Revere. 


GILES 





3-YR. SAFETY AWARD TO GREIST 
Hartford A. & H. Recognizes New 

Haven Manufacturing Co. for 2,600,- 

000 Hours of Non-Disabling Injuries 

\ special industrial safety award has 
been presented by Hartford Accident & 
Indemnity Company to the Greist Manu- 
facturing Co, of New Haven for a three- 
year record free of disabling injuries 
among its employes. 

During this period ending April 30, 
Greist employes worked more than 2,600,- 
000 hours without a disabling injury. 
Hartford Accident had previously cited 
the 96 year-old firm, a division of the 
MITE Corporation, with two other 
achievement awards for outstanding loss 
control, 

Some 400 employes of Greist, manufac- 
turers of sewing machine parts and pol- 
aroid cameras, attended the ceremony. 
Frank Rutherford, vice president of the 
V. F. McNeil Agency, agents for the 
Hartford in New Haven, presented the 
special plaque to 'H. S. Stone, Jr., Greist 
president. Philip A. Havey, Hartford's 
superintendent of home office engineer- 
ing, commended the Greist workers for 
their outstanding safety record. 

The special safety award featured two 
engraved bronze plates on a heavy wal- 
nut plaque which also included a bronze 
Stag, famed trademark of The Hartford 
Insurance Group. 


Quaker City Dividend 


A 5% dividend, payable in stock, was 
announced by Walter H. Lenhard, Jr., 
president of Quaker City Life, following 
the company’s recent board meeting. The 
dividend is payable on October 16 to 
shareholders of record on September 29. 

In April the company paid a dividend 
of 75¢ in cash and 5% in stock. This 
marks the third consecutive year that 
Quaker City Life has payed a total divi- 
dend of 75¢ in cash and 10% in stock. 

UNITED SECURITY GAINS 

Paid for production of United Security 
Life, Des Moines, showed an increase 
of 133% for August compared with Aug- 
ust 1960 according to an announcement 
hy Ray L. Smith, agency vice president. 


E. E. Ballard Keynoter 


(Continued from Page 24) 


agement and aggressive agents’—even 
the wives got into the same pattern. 
They held their own sales seminar en- 
titled, “The Power Behind the Throne.” 
The panel, moderated by Mrs. John 
Metropulos of Park Ridge. was com- 
posed of Mrs. Blair Bendell, Minneapolis, 
Mrs. Byron Koehn, Anna, Ill.; Mrs. Paul 
Lechner, Worthington, Ohio; Mrs. Ed 
Goehring, Des Moines; Mrs. Jack 
Shroll, Tucson, Ariz.; Mrs. Fred Bort- 
ney, Oakland, Calif.; Mrs. Victor Petrin, 
Miami, and Mrs. E. E. Ballard, wife 
of the company’s president. 

Following the president’s reception 
and banquet, Dr. Carl C. Winters, lec- 
turer, General Motors Corp., addressed 
the group on “Opportunities Unlim'ted.” 

The highlight of the meeting came 
when Mr. Ballard announced that the 
next annual convention (over a year 
from now) will be held in Honolulu “in 
celebration of $500,000,000 of life business 
expected then.” 

R. E. Main, vice president and agency 
director, served as 1961 convention chair- 
man, assisted by Alice R. Mosley, ad- 
vertising and sales promotion manager, 
Richard J. Donaldson, executive vice 
president and R. Dean Ballard, agency 
administrator. 


10 Public Hearings on Health 
Ins. Plans Set for This Fall 


At least ten public hearings have been 
set for the fall months by the New York 
Joint Legislative Committee on Health 
Insurance Plans. The first, scheduled 
for Friday, Sept. 22, will deal with sug- 
gestions for possible improvement in the 
Metcalf-McCloskey Act, which provides 
for New York State’s program of medi- 
cal aid for the aged under the Federal 
Kerr-Mills amendments to the Social 
Security Act. This hearing will begin at 
10 a.m. in the hearing room of the State 
Commission of Investigation, on the 25th 
floor of 270 Broadway, corner of Cham- 
bers Street, New York. 

In addition, a series of nine hearings 
in various cities throughout the state will 
seek to determine to what extent the 
recommendations in the Trussell report 
have been implemented. The report, pre- 
pared by the Columbia University Grad- 
uate School of Public Health under the 
direction of Dr. Ray E. Trussell, now 
New York City Commissioner of Hos- 
pitals, made a series of recommendations 
designed to bring about improvements 
in Blue Cross service through better 
control of hospital bed construction, up- 
grading of standards of care, more equi- 
table reimbursement arrangements, etc. 

The first of these Blue Cross hearings 
is scheduled for Jamestown, September 
25. Others will be in Watertown, Oc- 
tober 2; Albany, October 5; Buffalo, Oc- 
tober 13; Rochester, October 19; Syra- 
cuse, October 25; Utica, November 2; 
Mineola, November 9; and New York 
City, November 10. 


BUILDING NEW HOME OFFICE 

First Continental Life & Accident of 
Houston, has started construction of a 
home office building costing $400,000, J. 
W. Smelley, president announced. The 
building will have three floors with a 
foundation for five floors. It will contain 
approximately 22,500 square feet of floor 
space. First Continental Life a five-year- 
old Houston company, has $35 million of 
insurance in force. 


N. T. Martin Promoted 

N. Thomas Martin has been appointed 
bond claims superintendent for the Paci- 
fic department of Fireman’s Fund. 

Mr. Martin started with National 
Surety Corp. in 1948 as an adjuster. 
He worked in its Seattle branch office 
until 1957 when he joined the staff of 
the central bonding office in San Fran- 
cisco. He is presently serving as vice 
president of the Surety Claims Associa- 
tion of Northern California. 


Infectious Hepatitis Covered 
In Employers’ Cancer Policy 


The Employers’ Group of Insurance 
Companies announces that coverage for 
infectious hepatitis is now included in 
their new Cancer and Other Specified 
Diseases plan without additional charge. 

Statistics show that there were more 
than 41,000 cases of infectious hepatitis 
last year, approximately 77% more than 
reported in 1959. 

Under the new Employers’ policy, up 
to $10,000 will be paid for expenses in- 
curred because of infectious hepatitis. 
This amount applies for each person 
covered. In addition, the plan also will 
pay up to $10,000 for each covered per- 
son for covered expenses when any of 
the following diseases are contracted: 
Poliomyelitis, diphtheria, encephalitis, 
leukemia, small pox, spinal meningitis, 
tetanus, tuberculosis and rabies. 

Expenses for treatment of cancer, the 
most dread of all diseases, are covered 
under this new plan. The policy pays 
up to $2,000 ($1,000 after age 60) for 
expenses incurred when cancer is con- 
tracted by a covered person. 

All of the benefits of the new policy 
are payable regardless of other similar 


AMA May Grade Health Ins. 


According to the Health Insurance 
Newsletter, distributed monthly by the 
New York Joint Legislative Committee 
on Health Insurance Plans, a resolution 
is reportedly being considered by Amer- 
ican Medical Association’s Council on 
Medical Service, which recommends that 
the AMA establish standards for vol- 
untary health insurance plans. Oregon 
State Medical Society submitted this 
resolution to AMA’s House of Delegates 
at its 1961 annual meeting in New York. 


David V. Whitt’s New Post 

David V. Whitt ‘thas been appointed 
manager of the Great Lakes Group divi- 
sion for American United Life with of- 
fices in Chicago. 

A native of New York City, Mr. Whitt 
joined American United Life’s Group 
department in 1957. He is a graduate of 
Butler University. 





insurance including Blue Cross, Blue 
Shield. 

The plan is “world-wide” in scope and 
pays from the first dollar of covered 
expense. The Employers’ advises: “There 
is NO deductible, NO coinsurance, and 
NO allocation of benefits.” 
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Build 
a Better 
Future 








Operating a successful agency today requires really 
superior insurance ‘‘tools’’—and plenty of them. That's 
why American Casualty offers an extremely versatile 
muitiple line portfolio which provides all major coverages 
for business and personal accounts. It includes such 
specialty lines as Professional Liability (20 kinds) .. . 
Mortgage Protection plans for financial institutions . . . 
two competitive electromatic Auto programs* ... a 
superb Health insurance portfolio... 
General Liability, Automobile and Compensation. . . 
. . . Boiler & Machinery coverages* ... group and 
ordinary Life insurance* . . .and many, many others. 


AMERICAN CASUALTY 


61 Branch and Service Offices Coast to Coast 


Home Office — Reading, Pennsylvania ¢ 
Licensed and operating in all states, 0.C., Canada and Puerto Rico 
Affiliate: VALLEY FORGE LIFE INSURANCE COMPANY 
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“retro” plans for 


*In most states 


Since 1902 
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Walter Brooks’ Retirement 
Walter F. 


as Deputy Superintendent of Insurance 


Brooks, whose retirement 
in charge of the Albany office is an- 
nounced elsewhere in this edition, has 
been one of the most valuable repre- 
sentatives of the Department. He has 
held a number of positions there in- 
cluding that of examiner, in the com- 
bureau, in charge of licensing 
Albany office. 
Superin- 


plaint 
and later the 
as Deputy 


functions, 
His appointment 


tendent was made by Robert E. Dineen 
when the latter was head of the New 
York Department in 1950. Mr. Brooks 
succeeded Raymond Harris in charge 
of the Albany office. 

The activities in Albany are housed 
in a two-story building which was built 
especially for the Department in 1950. 

* * * 


Richards Succeeds Whitehead as 
Ontario Superintendent 

Roy B. Whitehead, one of the best 
known of the Canadian Insurance Super- 
intendents, retired on September 8 on 
pension as Insurance Superinten dent of 
the province of Ontario. He has fre- 
quently attended conventions of Na- 
tional Association of Insurz ance Commis- 
sioners with members of which he has 
won many friendships. As Ontario 5Su- 
perintendent he succeeded R. Leighton 
Foster, Q. C. 

Successor to Commissioner Whitehead 
is Cecil Richards. Mr. Richards, a 
chartered accountant, joined the Ontario 
Department in 1938 as chief examiner 
and was appointed Deputy Superintend- 
ent in 1957 

..-*.<9 


Insurance in Israel 

The development of the insurance busi- 
ness in Israel began in the early ’20s 
when the country was under British 
mandate. The first local insurance com- 
panies were established at that time. 
Commenting on the Israel insurance 
situation Financial Post of Toronto says: 

During World War II, all the Italian 
and German companies left. Since the 
establishment of the State in 1948 the 
majority of insurance business has been 
in the hands of 24 local companies, which 
do about 85% of the business transacted. 

More than half of this is handled by 
three major companies, “Hassneh,” 
“Migdal” and “Zion.” In addition, there 
are 58 branches of foreign companies, 
one of them being the Manufacturers 
Life of Canada, and 14 branches of 
Lloyd’s operating in Israel. 

Along with this private insurance sec- 
tor, are numerous cooperative assurance 
bodies, pension funds, etc 

With few exceptions, their activities 
are limited to mutual life insurance. In 
addition to this, there exists in Israel a 
“National Insurance” plan which is a 














compulsory illness, 
age insurance. 

All companies are regulated by the 
Government, with regard to their re- 
serves, investments, loans and some pre- 
mium rates. 


disability and old- 


* * * 


Shortage of World Business 
Managers 

A shortage of qualified managers is 
seriously delaying the full potential 
growth of business throughout a large 
part of the world, according to an eight- 
nation study released by the National 
Industrial Conference Board. 

The study was undertaken in prepara- 
tion for the International Industrial 
Conference, a meeting of free-world 
business leaders held in San Francisco 
from September 11-15. It was completed 
under special grants jointly administered 
xy The Conference Board and Stanford 
Research Institute, co-sponsors of the 
conference, and is comprised of reports 
written by specialists in Chile, France, 
Germany, Great Britain, India, Italy, 
Japan and the United States. 

_In each of these countries, economic 
factors are cited as the primary reasons 
for the increased interest in the develop- 
ment of company managers. The more 
highly industrialized nations need man- 
agers who are competent to conduct the 
large and complex businesses that are 
beginning to characterize the economies 
of those countries. In countries where 
industrialization is fairly recent, resource- 
ful managers are needed to guide new 
economic units. 
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Atomic Energy Insurance 

A. Campbell Miles, secretary of British 
Insurance (Atomic Energy) Committee 
is author of an article in The Policy- 
Holder of Manchester, England, on 
atomic energy insurance. The British 
insurance market, comprising both the 
companies and Lloyd’ s, set up the B. I. 
(Atomic Energy) Committee in 1956 to 
Saiete the underwriting of nuclear 
installations insurances. A year later the 
committee isued a report. 

As a result a British pool was estab- 
lished. It operates under the general 
direction of managing, executive and 
advisory committees assisted by special- 


Mr. Miles in ‘his Policy- Holder article 
says the Britsih pool is ready to receive 
reques sts in respect to nuclear installations 
both in the United Kingdom and in over- 
seas countries, excluding North Amer- 
ica 

“It is, however, to be noted that in 
pursuance of the principle of close col- 
laboration with other national insurance 
pools any enquiries received in London 
in respect of a risk located in a country 
which has it own national pool are 
ré ~ by d at once to that pool,” he said. 

he United Kingdom Nuclear Installa- 
tions (Licensing & Insurance) Act 1959, 
which came into effect on April 1, 1960, 
requires the operator of a nuclear instal- 


lation to be licensed and places on him 
an absolute liability, ie, a liability, 
whether or not he has been negligent, in 
respect of hurt or damage caused by 
ionising radiations emitted from his 
installation or from irradiated fuel in 
transit between two points within the 
United Kingdom where such fuel became 
irradiated at his premises. He is re- 
quired to provide financial security in 
respect of this liability but only up to an 
amount of £5 millions in respect of what 
is called a “cover period”; the act pro- 
vides that the licensee will not be re- 
auired to make any payment beyond the 
£5 millions in satisfaction of claims unless 
or until Parliament has decided how the 
excess funds are to be provided. 


The “cover period” concept of the U. 
K. Nuclear Act is of the greatest prac- 
tical importance, both to licensees and 
to those insurers from whom they may 
seek cover in respect of their financial 
responsibility. Except in the event of 
an occurrence of sufficient gravity war- 
ranting the minister requiring a new 
cover period, the cover period is the 
whole period of the licensee’s respon- 
sibility which, apart from a change of 
operator, is normally the working life 
of the reactor. Both the licensee and his 
insurers know the absolute maximum 
sum that they may be called upon to 
disburse, and the insurance market is 
thus able to marshal its resources in 
such a way as to provide maximum 
capacity. 

As claims are duly established they 
will be satisfied by payment from the 
£5 millions of “financial security” which 
the licensee is required to provide, but 
the cover period will still continue. If 
the aggregate amount of claims appears 
likely to exceed £3 millions, thus reduc- 
ing the financial protection to something 
of the order of £2 millions, the licensee 
is required to notify the minister, and 
at this stage there is provision for the 
minister to give the licensee two months 
notice in writing of the start of a new 
cover period. This in turn would re- 
quire the licensee to provide a further 
£5 millions financial cover: it is to be 
hoped that should this happen the insur- 
ance market will be in a position to re- 
instate the cover, but there is no obliga- 
tion to do so. 


The policy, which is a contract for a 
period of insurance of twelve months 
renewable by endorsement, is divided 
into three parts. The first provides the 
pone security required by the li- 

ensee in respect of his liability for hurt 
or damage caused by ionising radiations 
up to an aggregate of £5 millions for 
the cover period: this aggregate limit 
applies irrespective of the number of 
periods of insurance for which the policy, 
yr any policy issued in substitution there- 
fore during the same cover period, may 
be in fe nce, Part II provides purely con- 
ventional cover for a separate limit of 
liability which the insured selects in the 
ordinary way. In Part III cover is given 
for costs: there is a limit of £500,000 
in respect of costs arising under Part I; 
costs with regard to the conventional 
cover given by Part II are, as usual, un- 
limited, 

Following the provisions of the 1959 
Nuclear Act, Part I of the policy allows 
claimants ten years during which to com- 
mence an action to establish a claim in 
respect of an occurrence on, or in con- 
nection with the use of, the site, which 
occurrence happened during the periods 
of insurance. 
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Fire Prevention Teaching Manual 
“Fire Prevention and Safety,” pre- 
pared as a public service by the Hart- 
ford Fire Insurance Company Group as 
a teaching manual for elementary 
schools, has just been published. This 
excellently prepared manual is being 
distributed free to teachers of some 4,- 
000,000 children in the third through the 
fifth grades by ‘Hartford agents who 
sponsor the Junior Fire Marshal pro- 
gram With more than 11,500 fire fatali- 
ties each year, one-third of them children 
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under 14, fire safety instruction is a 
school requirement in many states, “Fire 
Prevention and Safety” lis designed to 
provide teachers with ready-to-use re- 
source materials that can be integrated 
with history, science, geography and, 
of course, health and safety courses. 

Prepared by the editors of Grade 
Teacher Magazine for The Hartford 
Insurance Group, contents have been re- 
viewed and commended by the Interna- 
tional Association of Fire Chiefs. The 
manual starts with a unit covering the 
exciting history of fire fighting and fire 
prevention, beginning with the early 
American colonies. It ends with a social 
studies unit about fire fighting and pre- 
vention around the world today. 

Other units, designed also to help 
curb the nation’s 300,000 annual home 
fires, provide the teacher with seasonal 
source material for the entire school 
year; a science unit on the chemistry of 
fire, and a unit covering fire prevention 
on the farm, in the school and in the 
community. The manual can be used 
independent! y or in conjunction with the 
Junior Fire Marshal program, which 
the Hartford Fire sponsors nationally 
through its agents as a public service 
in some 15,000 elementary schools. 
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NBFU Christmas Safety Kit for 
Women’s Clubs 


A new program kit for women’s clubs, 
suggesting how to turn a Christmas cele- 
bration into a “party with a purpose,’ 
has been prepared for distribution by the 
National Board of Fire Underwriters. 
The kit, which is entitled, “Tree Trim- 
ming With a Twist,” tells how to plan 
and carry out a holiday fire safety pro- 
gram. 

“The hundreds of fires involving 
Christmas trees and holiday decorations 
each year point up the need for greater 
fire safety prec cautions during the holi- 
day season,” the National Board says. 

“Tree Trimming With a Twist,” is the 
third in a series of programs for women’s 
organizations prepared by the National 
Board. The first program, entitled 
“Blueprint for Protection,” concerns the 
fundamentals of home fire prevention 
and protection. The second, “Senior 
Citizens and Fire Safety,” concerns fire 
safety for the 65-and-over group. 

All three kits are available free of 
charge, on a one-to-a-club basis, from 
the Information Office of the National 
Board of Fire Underwriters, 85 John 
Street, New York 38, N. Y. In the Mid- 


dle West, write to 222 West Adams 
Street, Chicago 6, Ill. West of the Rock- 
ies, write to 465 California Street, San 
Francisco 4, Calif. 
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Atlantic Cos. Form 
Agents’ Advisory Group 


MEETING DATES ANNOUNCED 





Sessions This Month Permit Company 
Officers and Producers to Discuss 
Competitive Problems 





The Atlantic Companies in New York 
have formed an agents advisory council, 
it is announced by Miles F. York, presi- 
dent of the Atlantic Mutual and the 
Centennial Insurance Co. 

Mr. York stated that three regional 
meeting of the council will be held in 
September: an Eastern regional meeting 
in New York City on September 18-19; 
a Midwest regional meeting in Chicago, 
September 21-22; and a Pacific regional 
meeting in Pebble Beach, Calif., Septem- 
ber 28-29. In October a national council 
meeting will be held in New York City 
with agents from each of these three 
regions. 


To Be a Continuing Body 


“The formation of an agents advisory 
council,” said Mr. York, “is a direct 
outgrowth of our informal agents 
seminars which were held in 1960, The 
new council will be a continuing body 
with a rotating membership. Its purpose 
is to provide a panel of agents from dif- 
ferent parts of the country to meet with 
our company officers and discuss ways to 
solve today’s competitive problems in the 
insurance industry. 

“The positive results of our agents 
seminars have encouraged us to take 
this step,” Mr. York explained. “The 
interest and cooperation of the many 
agents who attended these seminars led 
us to take a number of concrete steps 
which we believe have already benefited 
both our agents and the Atlantic Com- 
panies. We fully expect that the Na- 
tional agents advisory council will make 
possible on a continuing basis the same 
constructive, cooperative effort that has 
proved so fruitful.” 


Hollis L. Brownell of 
Sterling Offices Dies 


Hollis L. Brownell, assistant secretary 
of Sterling Offices, Ltd., international 
reinsurance specialists, died suddenly 
September 6. He had managed the facul- 
tative department of the organizations 
New York office since 1957. Forty-eight 
years old, Mr. Brownell died following a 
heart attack suffered in his home in Ho- 
hokus, N. J. With him at the time were 
his wife, the former Abbey Jean North- 
rop, and their son, Willard. 

A native of Potsdam, N. Y., Mr. 
Brownell was educated at the University 
of Virginia and at Boston University. 
He began his insurance career in a gen- 
eral agency at Watertown, N. Y. He 
had been a vice president of American 
Standard Insurance Co., in Denver, 
Colo., and production manager of Peer- 
less-National Grange Insurance Group 
before he joined Sterling. 





Central Mutual Forms 
New Division Office 


F. W. Purmort, president of Central 
Mutual Insurance Co., announces the 
establishment of a new central division 
office to serve all agents now in the 
home office territory. The new operation 
home office in Van Wert, Ohio, and will 
Home office in Van Wert, Ohio, and will 
begin functioning October 1. The central 
division will operate autonomously, with 
full underwriting, sales and claims 
authority. 








Millions in Insured 


Losses From Hurricane 


At the time The Eastern Underwriter 
went to press preliminary estimates on 
insured losses arising from the devasta- 
tion caused by Hurricane Carla were 
well under $100,000,000. Total damage 
caused by that windstorm and subse- 
quent tornadoes has been tremendous 
and it is described as one of the worst 
storms ever to hit the Texas coast and 
adjoining areas. 

However, insured losses will be far 
under the total damage done, even 
though they will run into many millions 
of dollars. Insured damage will be con- 
fined to wind and high water losses to 
ships, yachts, motor vehicles, goods in 
transit and other ocean and inland ma- 
rine hazards. Windstorm coverage will 
protect insured dwellings and all other 
structures against wind damage, and this 
will be extensive, but rising water and 
flood loss to fixed property and crops 
are largely uninsurable. A few multiple 
location policies, with the shore risk a 
minor factor, are written to insure sea 
water damage, at an extra premium, but 
most of the Gulf Coast shore losses 
traceable to wave wash and floods wll 
not fall upon insurance componies. 


The National Board of F Under- 
writers has opened one or more loss 
supervisory offices in the Texas-Guif 
Coast area and additional personnel have 


been sent there. The General Adjust- 
ment Bureau has moved hundreds of 
extra adjusters into the disaster area to 
expedite surveys, adjustments and loss 
payments. General Adjuster B. P. L. 
Carden of the National Board and ‘his 
special assistant, James M. Harris, Jr., 
were on the scene in Texas even before 
the full fury of the hurricane had hit the 
mainland. 

Galveston, Tex., was hard hit on dam- 
age to homes and business houses, also 
Corpus Christi, Freeport, Edna, Houston, 
Port Lavaca, Port Aransas, Texas City. 











Aetna C. & S. Delegation 
Attending NAIA Dallas Meet 


Six representatives of Aetna Casualty 
& Surety will attend the NATA annual 
meeting at Dallas, September 25-27. 
Members of the Aetna Casualty delega- 
tion, to be headquartered at the Statler- 
Hilton Hotel, areas follows: 

H. D. Van Gils, vice president, and 
G. F. Wagoner, assistant secretary, both 
of the agency department; R. E. Brown 
Jr., director of the advertising division; 
W. B. Gracey, general manager, and 
H. F. Gibson, manager of the agency 
department at the Dallas office, and J. 
H. Thomas, general manager, Houston. 


Zurich-American Cos. 
Complete Move in Chicago 


Zurich-American Insurance Compa- 
nies completed their move from 135 S. La- 
Salle St. to 111 West Jackson Boulevard, 
Chicago, on September 9. The offices of 
the companies’ Chicago branch are lo- 
cated on the 14th floor, while the head 
office occupies the 16th through the 20th 
floors of the new LaSalle-Jackson Build- 
ing. 





Herbert D. Kephart, central agency 
secretary, will be manager of the cen- 
tral division. He will be assisted by 
Paul W. Purmort, Jr. as underwriting 
manager, A. W. Schult as claims man- 
ager and Robert W. Muntzinger as 
sales supervisor. 








Barry on Rating, Commission Bill, 
Balks P., Homeowners, at N.J. Meeting 


President John R. Barry of the Cor- 
roon & Reynolds Group, who has con- 
sistently argued against rate deviations 
and who is urging agents ito support leg- 
islation which would ban such deviations, 
also told the New Jersey Association of 
Insurance, Agents at Atlantic City that 
agents must do something to protect 
their interests. He proposed to the Gar- 
den State agents that they seek to amend 
their state laws as follows: 

“1) Rates to be made by rating bu- 
reaus and, in the State of New Jersey, 
we are compelled to belong to the Fire 
Rating Bureau. 

“2) Rates to be based on the over-all 
average experience, both loss and ex- 
pense wise, with due consideration to 
those operating on a participating basis 
—which, as we understand it—means mu- 


tuals. This would mean one rate for 
everyone but it’s a long way from shut- 
ting off competition. Should those com- 
panies feel that they could select busi- 
ness on a better basis and at a lower 
cost, they have the right to issue par- 
ticipating policies and pay dividends. 

“3) These dividends will not be pay- 
able until approved by supervisory au- 
thorities who will have determined that 
the profit has actually been made and 
has not been based on anticipated 
profits.” 

Mr. Barry also commented upon the 
Freedom of Contract legislation, now 
pending in New Jersey and when before 
the New York legislature was called the 
Barrett-Russo bill. Mr. Barry stated 
that “in effect, the bill provides that fil- 
ings made must contain an allowance for 
agents’ commissions similar to the 
amount paid during the previous year. 
In actual practice the bill is deficient. As 
it worked out it has only affected the 
rating bureaus but at least that’s some 
protection. It does allow companies to 
get around the intent by filing deviations 
or making independent filings based on a 
lower commission rate than that in the 
bureau filing. 

“In the passing of this act, the agents 
of the State of New York embarked on 
an educational campaign with the var- 
ious members of the legislature. They 
made it their business to have a group 
of four to five agents assigned to each 
member, to acquaint him with the reason 
for the bill and to make clear to the 
other members the effect that arbitrary 
decisions had on their livelihood. 

“It seems to me that you must do the 
same. thing in your state, because you 
cannot criticize legislators for not going 
along with a sound program until you 
have taken the time to explain your posi- 


tion and have educated them as to the 
way it affects you in your own state. 

“At present, there is on the statute 
books of New Jersey a law known as the 
Ramsey Act. When this was originally 
passed, ours was a very simple business 
and at that time extended coverage, as 
such, was not heard of. As a result, it 
only applies to fire insurance. I suggest 
to you that you give consideration to 
amending this act to cover all classes of 
business. This would close up another 
gap. I wish to again stress that the Bar- 
rett-Russo Bill and the Ramsey Act are 
stop-gaps. The ideal solution is my first 
proposal. 

P.I.P. Rating 


“We have a filing in most of the states 
known as the P.I.P. (Public and Insti- 
tutional Property) form,” Mr. Barry said. 
“Inter-Regional, in its original filing, 





Dennis Studio 
Robert W. Hutchison, president-elect of NJAIA, as he greeted John R. Barry, 
president of the Corroon & Reynolds Group. At left is Dave Johnson, president of 
the Fisher-Brown agency of Pensacola, Fla.; at right is Harold D. Feuerstein 
of Newark, NJAIA legal counsel. Messrs Barry, Johnson and Feuerstein were 
speakers, for the second session of NJAIA’s 68th annual convention in Atlantic 
on. -'* 


provided for a $1,000 deductible, with an 
additional provision for inspection by 
the rating board—which inspection, they 
contended, was going to be a tremendous 
tactor in reducing losses. I’d like to read 
from the annual report of the Fire Rating 
Organization in New Jersey, in connec- 
tion with this so-called filing, and | 
quote: 

“The nationally recommended P.I.P. 
was also approved during this period. 
Within a month of its adoption, it was 
amended reducing the deductible clause 
in the torm from $1,000 to $100. Be- 
cause of the rate credits provided by this 
plan, this is becoming increasingly popu- 
lar and we anticipate that all eligible 
Property in the state, which meets the 
minimum premium requirements, will be 
soon covered under this plan’. 

This is concrete evidence that the 
rating Organization did not attempt to 
apply the standards they used for years 
but accepted the dictation of this advisory 
organization as to the use of this form 
which provides, on the average, a 28% 
reduction in rate. The argument that a 
$100 deductible justifies a reduction in 
rate of this kind is ridiculous on the 
Tace of it and is another example of 
grasping for straws to create a means 
and a method for the cutting of rates. 


New Jersey Statistics 


“On this particular subject, let’s look 
at some facts and figures, which repre- 
sent the statistics for New Jersey: 

Churches and chapels, for the five vears 
ending 1959, on an earned incurred 
basis—to which I have added the latest 
available figures to written premiums and 
paid losses for 1960—show that, on frame- 
protected churches and chapels, the 


(Continued on Page 32) 








Page 28 


The Eastern Underwriter 


September 18, 196] 





New Jersey Agents 
(Continued from Page 1) 

made by Joe E. Vincent, ‘(CPCU, of Tex- 
as, chairman of NAIA advertising com- 
mittee, aims, said Mr. Sheiry, at having 
companies coordinate with agents some 
of their national advertising along re- 
lated ideas. It will be suggested that 
companies devote part of their normal 
budgets to coordination with local agents’ 
advertising but it is not planned that 
the companies should contribute to the 
National Association of Insurance 
Agents’ more than $1,000,000 ad fund, In 
other words, Mr. Sheiry observed, the 
companies would not ‘contribute directly 
to any NAIA fund campaign, but merely 
join in cooperative action 

Dealing with the new safe driver plan 
which went into effect in New Jersey in 
June President Ryan said agents are 
having some trouble due to the wide var- 
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Hosts to Discerning Diners 
in Downtown New York 


FOR 3 GENERATIONS 


Fine food, at reasonable prices, in an 
atmosphere of refinement 
owoy from mid-town noise and pressure 


DINNER * COCKTAILS * LUNCHEON 
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DINNER —Mon. to Fri. until 8:30 
BANQUET FACILITIES 


144 FULTON ST. 








iation of company plans and _ policies, 
with much paper work involved. He says 
it takes longer for agents to get policies 
through today but expects time will re- 
move present irritations. He feels that 
even with the heaviest surcharges for bad 
drivers, assigned risks never will dis- 
appear, for some companies prefer the 
assigned risk pool to accepting a bad 
risk even with a 150% surcharge. 
NAIA Rate Discussions in Dallas 
Mr. Sheiry disclosed that at the NAIA 
convention in Dallas “one of the main 
items to be discussed will be a state- 
ment to be presented by the Illinois 
Association of Insurance Agents. This 
statement has been sent to all state na- 
tional directors under date of September 
6, and you may be assured that your 
New Jersey representatives at the con- 
vention will participate in these discus- 
sions with the foremost thought in their 
minds that we are interested in this as 


far as New Jersey is concerned. We are 
firmly convinced that this is a state’s 
right proposit‘on and that no national 


pattern should be adopted.” 

The Illinois Association proposal is re- 
ported to be a compromise on the much 
debated subject of prior approval, or no 
prior approval, by Insurance Depart- 
ments of rate filings by insurance com- 
panies and bureaus. The Illinois agents’ 
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JAMES L. RYAN 


statement suggests, for purposes of dis- 
cussion, a plan whereby rates in state 
would have to be filed 15 days before 
effective date, then they could be used 
without prior approval if no objections 
w-re made but for 90 days thereafter 
there could be subsequent disapproval 
with companies required to return extra 
premiums on higher rates, or collect ad- 
ditional rates on disapproved deviations, 
if rates wére ultimately rejected by the 
Insurance Department. involved. 
President Ryan’s Report 

In presenting his annual report Pres- 
ident Ryan covered a wide range of sub- 
jects including membership, Freedom-of- 
Contract legislation, safe-driver awards. 
He told the convention that at present, 
we stand at 1,624 members—which is 
far from the goal hoped for. Particularly 
frustrating is the fact that, while adding 
some 92 new members, we were losing 89. 
Both Walter Christie and Larry Robin- 
son, co-chairmen of our membership 
committee, are convinced that the major 
effort on membership must develop from 
the county associations. Your state as- 
sociation can guide and you—but 
the basic responsibility is yours. 

“Our attention was directed to Free- 
dom-of-Contract legislation shortly after 
the beginning of this year. We immedi- 
ately entered into a serious study of it; 


assist 


after much exploration—particularly in 
New York where it had been in effect 
for more than a year—it was recom- 


mended to the executive committee 
approval, On February 8 the commi :2e 
unanimously decided that this legi«!q- 
tion was definitely in the interest of he 
independent agent—and gave its appr: va] 
for such action as would be necessar) ‘or 
its final adoption in New Jersey. I th 
upon appointed John M. Stevens chzir- 
man of our legislative committee, to t. ke 
on ‘this task. While we do not have sch 
legislation in effect as yet, we are off 
to a noteworthy start. There will be no 
easing up until we have realized succ: ss, 

“T would like to have you focus your 
attention on the Assembly and the S: n- 
ate. The fate of Freedom-of-Contr.ct 
rests in the hands of these elected rop- 
resentatives. Let them know how iin- 
portant passage of this bill is to you, 
Determine how they will vote on it when 
presented. Should their answer be n: 
ative, or even passive, then go to their 
political opponents and state your case 
to them. It is up to you then to decide 


in the November election in whose hans 
you wll piace your trust. 
“T have had several opportunities to 


meet and discuss common problems with 
leaders of the Mutual Agents Associ 

tion of the State of New Jersey. As 
a result of informal meetings, I am con- 
vinced that a firmly established and 
working liaison should be entered into 
and maintained between these two asso 
ciations. I am hopeful that the incoming 
administration will take quick action 
toward this end,” said President Ryan 

Chamber of Commerce Award 

“There were many proud moments 
when I, as your president, enjoyed dur- 
ing the past year. One of the most out- 
standing of these occurred in Washing 
ton, D. C., on May 1, at which time | 
was invited to attend the annual Leader- 
ship Recognition Award Dinner of the 
Chamber of Commerce of the United 
States. At the formal presentati on cere- 
mony, | accepted, on behalf of the New 
Jersey Association, the top award for 
associations in our size group. 

“This honor came to us because of our 
own Safe-Driving Awards program, A 
deep bow of appreciation is given in the 
direction of Past-President Milton H 
Grannatt, Accident-Prevention Chair- 
man; John S. Edwards, our public rela- 
tions counsel, for his efforts in assem- 
bling our entry report, and Charles Un- 
ger, for initially recommending our entry 
in this competition. 

“You are familiar with the series of 
forums which we held on ithe then New 
New Homeowners Policy. These forums 
could not have been so successfully con- 
ducted without the generous, capable as- 


sistance and cooperation of S. Gage 
Lewis, general manager of the Fire In- 
surance Rating Organization, and_ his 





Keeping a level ahead 
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Meeting the needs of a growing family takes 
constant planning. Often it means expanding 
facilities, such as adding another level to the 


We realize the importance of advance plan- 
ning for our ever-increasing Jaffe family — of 
continually keeping a level ahead to fulfill 
present and future needs of our brokers. 

Our newest office level contains Life Insur- 
ance, Accident & Sickness, and Mutual Funds 
to round out your clients’ personal protection 
needs. Why not come in and inspect the 
premises? 
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Bouquets Deserved 





CHARLES J. UNGER 

The ever-efficient and genial Executive 
Secretary-Treasurer, Charles J. Unger, 
kept the 
smoothly 


convention moving along 
and swiftly despite many minor 
the 


crowded hotel. John S. Edwards, public 


troubles getting agents settled in 


relations counsel, assisted by Mrs. Ed- 





wards, again did a masterful job for 
the press. 
staff. This is but one instance of the re- 


lationship that has existed between your 
association and Mr. Lewis and his office,” 
continued Mr. Ryan, 


Stevens on Legislation 


John Stevens, chairman of the leg's- 
lative committee, also reported on the 
Freedom-of-Contract b:ll when he told 
the convention: 

“We arranged for our bill to be intro- 
duced by Assemblyman Tanzman, of 
Middlesex County, and co-sponsored. 15 
\ssemblyman Smith of Atlantic county. 
The bill was introduced into the Assem- 
bly on May 15. Due to the heavy. pres- 
sure of certain tax bills being debated 
at that time, it was assigned to commit- 
te> before we could intervene; unfortu- 
netely, it landed in the Revision and 
\mendment of Law Committee, headed 
by Chairman Robert J. Wegner who is 


employed by an insurance company 
group. 

“\When the legislature adjourned . on 
June 2, our Freedom-of-Contract bill still 


rested, locked in, committee—in spite of 
the efforts of many members. Since it 
was believed that the Assembly might 
reconvene again sometime in August, 
another bulletin was sent to those mem- 
bers from whose counties the legislative 
committeemen came, We called for a 
renewed effort and additional contacts 
by members to try and bring our bill 
out of committee for a vote by the as- 
sembly.” 
Progress in Education 


Robert L. Darrell, chairman of the 
education committee, told the assembled 
agents that the “committee has completed 
what we feel is a very successful year. 
In the Fall of 1960 we ran two schools: 
the School of Insurance with 35 students 
enrolled, 33 of whom were certified to 
take the state examination; and the Ad- 
vanced School of the Manuals with a 
total of 45 enrolled, of whom 30 com- 
pleted the course and received their cer- 
tificate of completion, During the Spring 
semester, a total of 23 students were en- 
rolled in the School of Insurance, and 23 
were certified.to take the state examina- 
tion for broker or agent’s licenses. In 
the the Advanced School of the Manuals’ 
spring semester, we again had a recor 
enrollment of 43 students, with 25 com- 
pleting the course and receiving their 
certificates; We feel that these schools 








are definitely serving a ‘purpose to our 
association. 

“Our School of Insurance has excellent 
rating with the New Jersey Department 
of Banking and Insurance. According to 
a report dated August 2, from Frank D. 
Gramas, Supervisor of Insurance Edutca- 
tion, our student average on the state 
examinations was 72.9 The general aver- 
age for all schools was 72.4. This margin 
ot superiority, while not wide, is a reflec- 
tion of the quality of instruction in our 
schools. Your committee is proud of this 
rating—and is confident that everyone 
will continue their excellent work ‘to 
maintain this high average. 


“Our educational courses were first de- 
signed to fill a specific need at that time; 
there were very few similar courses 
available to those wishing to train for 
the insurance field. Since then a num- 
ber of university courses have been made 
available in the state. In addition, there 
are courses given by independent schools. 
As a result, registrations for our school 
—still considered one of the best—have 
been dropping off. 

“The committee members felt that it 
might be better for us to run one course 
in the School of Insurance, starting in 
November, which would provide an op- 
portunity for applicants who had missed 








registration periods in other private 
schools or colleges. We would hope that 
we could have a maximum class of 40 to 
45, with this later start of the semester. 
In this manner we would still be able to 
maintain our standing with the New Jer- 
sey Department of Banking and Insur- 
ance by offering a good course to the 
public. Furthermore, we would not be 
competing with other schools’ registra- 
tions. 

“We also felt that we should lend our 
efforts not only to the public in basic 
training for licenses, but that we should 
further our efforts among our present 

(Continued on Page 35) 





Sixteen Hartford “extras” help bring 
prospects to the Hartford Agent’s door 
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15. HELPFUL SURVEY 
ANALYSIS PROCEDURE 
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FIRE AND MARINE SALES 














THE HARTFORD 


INSURANCE GROUP 


Hartford 15, Connecticut 


HARTFORD FIRE INSURANCE COMPANY 
COMPANY + 
INSURANCE COMPANY + 


HARTFORD LIFE INSURANCE COMPANY + 
CITIZENS INSURANCE COMPANY OF NEW JERSEY + 


¢ HARTFORD ACCIDENT AND INDEMNITY 
HARTFORD LIVE STOCK 
NEW 


YORK UNDERWRITERS INSURANCE COMPANY + TWIN CITY FIRE INSURANCE COMPANY 
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Growing Prospects 


Vast real estate developments loom up across America. 
Older families seek better lives. New families create new 
standards of quality. Insurance expenditures range from 
three to five hundred dollars a year. Homeowners insurance 
is a must. 


Royal-Globe, a leader in package policies, helps its 
agents sell Homeowners insurance through the same expert 
services all its other lines receive. In addition, Royal-Globe 
agents have the advantage of superior sales aids, such as the 
copyrighted Homeowners Comparison Chart. 


Are you cultivating prospects in the fertile soil of 
housing developments? 





GLOBE 


INSURANCE COMPANIES New York 38, New York 


ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY + GLOBE 
INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA + NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 
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Fire Reinsurance in United States 


By WituiaM P. Barrett 
Albert Willcox & Co., Inc., New York 


William P. Barrett of Albert Willcox & Co., Inc., New York City, has arrived 
in London to remain there for six weeks to study operations of the British reinsurance 


market. He is the American winner for 1961 of the Anglo-American Fellowship awarded 
by the School of Insurance of the Insurance Society of New York and sponsored by 
Agency Managers Limited of New York. Ben D. Cooke is president of Agency Man- 
agers and chairman of B. D. Cooke & Partners in London. Mr. Barrett is 28 years 
of age, attended Columbia University and was with Mendes & Mount, Lloyd's at- 
torneys in New York, before joining Albert Willcox & Co. 

His award winning essay on “A History of the Development of Admitted Faculta- 
tive Fire Reinsurance in the United States of America” is presented herewith in install- 


ments. Part II follows: 


Professional Reinsurer in America 


Although they did not play an im- 
portant role in the facultative fire re- 
insurance market until the twentieth 
century, it would do well at this time, 
to mention the emergence of the profes- 
sional reinsurer in America. With the 
popularization of the treaty form of 
reinsurance on the Continent, placem:nt 
facilities available to direct writers seek- 
ing treaty reinsurances quickly spread to 
the United States. 

In 1881, the United Fire Reinsurance 
Co., Ltd. of Manchester, England, 
(founded in 1877 as a reinsurance sub- 
sidiary of the Mutual Fire Insurance 
Co.), became the first foreign reinsurance 
company to be admitted to do business 
in the United States. It seems apparent 
though that many American insurance 
companies went abroad for treaty re- 
insurance, utilizing the non-admitted 
market, for by 1896 many states already 
had statutes on their books forbidding 
admitted companies from taking credit 


for reinsurances placed with non-ad- 
mitted reinsurers. 
Thus, around this same time, non- 


admitted companies set about making 
formal application for admissions to 
various states. In 1898 the Bavarian 
Mortgage and Exchange Bank of Munich 
was granted a license and reinsured, on 
an obligatory basis, facultative reinsur- 
ance. In 1899 the Munich Reinsurance 
of Munich, Germany, the Cologne Re- 
insurance of Cologne, an the Salaman- 
dra Insurance Co. of St. Petersburg, 
Russia became admitted. In 1900 the 
Moscow and the Skandia followed; in 
1905 the Russia entered the U. S., and 
in 1907 the First Russian and the Rus- 
sian Reinsurance became admitted. Prior 
to 1909 the United States had no domestic 
professional reinsurers, with the lone 
exception of the First American Re- 
insurance Co. which retired from busi- 


ness in 1890. 
Little Interest by Professionals 


Although the last two decades of the 
nineteenth century and the first decade 
of the twentieth century constituted a 
period for the admission of professional 
reinsurers to the American market, there 
is little logical basis for the substantia- 
tion of the theory that professional re- 
insurers made any serious inroads into 
the facultative fire reinsurance market 
at this time. 

First of all, professional reinsurance 
companies were not interested in facul- 
tative fire business. At the time they 
were enamored with the concept of 
treaties and the minimization of paper 
work they offered as compared to the 
voluminous amount of detail connected 
with facultative offering. Then too, 
practically all of the professional rein- 
surers practicing in the United States 
at the time were owned and controlled 
by foreign interests, and, as even exists 
today to some degree, management in- 
sisted upon maintaining strict supervi- 
sion of underwriting. 

The lack of proximity between the 
home office and market made it im- 
possible facultatively for foreign com- 





panies to control underwrit.ng in the 
manner they were accustomed to. Last- 
ly, the writing of facultative business 
necessitates retaining experienced und-r- 
writers with an intimate knowledge of 
both the risks presented and the inherent 
dangers, physical as well as_ natural, 
surrounding these risks, and the main- 
tenance of, or subscription to, inspec- 
tion reports and mapping facilities. The 
professional reinsurance companies were 
not willing to incur the additional ex- 
pense necessary to establish such facil- 
ities. 

Secondly, there are two facts that 
favored the direct writing company’s 
position as an assumptive market for 
facultative fire reinsurance. It already 
had, as an established department of its 
organizational operation, a complete un- 
derwriting unit for the writing of direct 
lines, and into this unit could be easily 
integrated a facultative reinsurance 
operation. Also, the direct writing com- 
panies were in a position to offer their 
ceding sources reciprocity, thus allow- 
ing these sources to maintain approxi- 
mately the same premium volume as they 
originally had, but with the advantage of 
the achievement of a greater spread of 
liability. 


Sharp Changes in 1917 


Through the early 1900’s, America con- 
tinued to progress and grow industrial- 
ly, and achieved its rightful status as 
one of the world’s economic leaders. It 
was also during this period that reinsur- 
ance started to become a serious con- 
sideration for an insurance company’s 
economic stability. Facultative fire re- 
insurance business continued to be trans- 
acted between direct-writing companies, 
but by now a great number of companies 
had pro-rata insurance treaties that sup- 
plemented their net accounts and cut 
down on their facultative offerings. 


Although until 1919 there were only 
seven domestic reinsurance offices in the 
United States, the foreign professional 
market was particularly active, especial- 
ly so companies domiciled in Germany 
and Russia. In 1917, however, two major 
events contributed to drastic changes in 
American reinsurance cessions. The first 
occurred in April when President Wilson 
asked Congress for a declaration of war 
against Germany; the second occurred in 
November when the “Bolsheviks” re- 
volted in Russia. 

The result of these two actions was that 
companies domiciled in Germany and 
Russia no longer were acceptable treaty 
reinsurance markets to American ceding 
companies. These placement restrictions 
on new business, together with the with- 
drawal of reinsurances already effected 
in the above-mentioned markets, brought 
about two developments on the domestic 
reinsurance scene. 

The first, an immediate action, was 
the rejuvenation of facultative reinsur- 
ance placements among direct writing 
companies. The second developments 
was the formation of 20 domestic pro- 
fessional reinsurance companies in the 
decade 1920-29. This professional office 
expansion, incidentally, was the greatest 


(Continued on Page 31) 
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in any country in any decade before 
or since. 
Facultative With Direct Writing 


Companies 


During the 1920’s facultative fire busi- 
ness continued to be placed with direct 
wri ng companies. In the early part of 
the decade direct offices maintained an 
ade juate surplus position thus allowing 
the: to assume facultative offerings with 
or vithout reciprocity, and professional 
rei surers for the most part continued 
to ave no desire to enter the facultative 
fiel 

I. the latter part of the decade, as 
the professional reinsurers became en- 
trenched financially, they attempted to 
soli. it the facultative business that had, 
unt: then, been the domain of the direct- 
wri ing companies. However, during this 
period inflation was rampant and insur- 
able values had increased, bringing about 
a rise in insurance companies’ unearned 
premium reserves and a reduction of 
surplus position. Relief was sought, and 
was accomplished through reciprocity. 
Thus, the direct writers edge over the 
professional market in vying for facul- 
tative fire reinsurance business continued 


through the 1920's. 
Era of the Placer 


During this period, facultative fire 
reinsurance was conducted by placers. 
Each direct-writing company had its own 
placer or placers, depending upon the 
size and volume of the company. These 
men had no power to bind risks in the 
name of their company; their sole duty 
was to go from company to company 
attempting to complete covers. In the 
late Twenties business was so active in 
the direct field that it was not unusual 
for an individual placer to have 200 lines 
to place on a single day. 


The internal cost of placements in 
those times was quite high, particularly 
so because each reinsurance had to re- 
peat all of the terms and conditions of 
the original policy. There was no agreed 
commission standard for lines offered. 
Each was negotiated separately. The 
minimum commission paid for facultative 
fire reinsurance was 15% and the maxi- 
mum commission paid was 25%, thus 
the low acquisition costs helped to defray 
the high expense of clerical operations. 

During this time, Douglas Lewis, re- 
insurance manager of the North British, 
renovated the cession agreement and 
greatly reduced handling costs by ab- 
breviating the amount of information 
needed on reinsurance memoranda. This 
was the initiation of the short form 
reinsurance certificates. 

The Crum & Forster office also pio- 
neered a successful facultative develop- 
ment. They were the first to establish 
a separate facultative fire reinsurance 
department for the acceptance of re- 
insurance offering only. This marketing 
change was favorably accepted by placers 
dealing with Crum & Forster because 
the underwriters became familiar with 
the placers’ accounts and loss records, 
and those presenting favorable business 
found that the underwriters also were 
willing to accept a certain amount of 
accomodation business. Due to the ob- 
vious advantages of an organized system 
for the assumption of facultative fire 
business, other companies quickly fol- 
lowed Crum & Forster’s example. 


“Honeymoon” During 1930s 


_ With the entry into the 1930's, the 
facultative fire reinsurance business en- 
tered what might sadistically be referred 
to as the honeymoon period. The market 
crash brought about a drop in values 
Companies were allowed to take credit 
in their statements for stocks held at 
purchase price rather than actual market 
value, commonly referred to at the time 
as “Insurance Commissioners’ Value,” 
thus many insurers that might have 
normally been insolvent or close to it 
found themselves carrying large policy- 
holder’s surpluses. 


The recovery period following the de- 
Pression promised to be slow, and the 





general consensus among insurance men 
was that a further reduction in loss 
amounts and adjustment expenses was 
inevitable. The dilatory admittance of 
foreign reinsurance companies as a con- 
sequence of World War I had all but 
disappeared, save alone the Russians 
who never re-entered, and the profes- 
sional American reinsurers were well 
established. The piece de resistance was 
that facultative fire reinsurance loss 
ratios were favorable, and with proce- 
dural streamlining, handling costs were 
down. 


(To Be Concluded) 











Mass. Broker Hits Cuts 


In Homeowners’ Rates 


James Cantor, president of the Insur- 
ance Brokers Association of Massachu- 
setts, last week scored a new filing to 
reduce Massachusetts’ homeowner rates 
and predicted that such a _ reduction 
would lead to a tightened market, com- 
mission cuts, slow payment of claims and 
threats to company solvency. 

Writing in the association’s newsletter, 
“Lines For Brokers,” the new IBAM 
head stated that “the judgement used in 


filing the New, New Homeowners was 
not sound and the present rate itself is 
inadequate.” He went on to state that 
even without such evidence, the associa- 
tion believed that the present Massachu- 
setts’ homeowner program “has not been 
in effect long enough to develop adequate 
experience for any rate change—up or 
down” and that “no further use of a 
judgement factor should be allowed.” 
Mr. Cantor closed with a challenge to 
“those few who stand to benefit from a 
further rate cut” and offerred to publish 
their remarks if “they feel that their 
reasons can be frankly stated.” 
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The Continental Insurance Company * 
Niagara Fire Insurance Company = « 


Milwaukee Insurance Company of Milwaukee, Wis. 


Seaboard Fire & Marine Insurance Company 


80 MAIDEN LANE, NEW YORK 38, NEW YORK 


The Fidelity and Casualty Company of New York « 
e Commercial Insurance Company of Newark, N. J. 
Niagara Insurance Company (Bermuda) Limited 


Firemen’s Insurance Company of Newark, New Jersey > 
National-Ben Franklin Insurance Company of Pittsburgh, Pa. 
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Fidelity-Phenix Insurance Company 


e The Yorkshire Insurance Company of New York 
e — Royal General Insurance Company of Canada 
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Barry at New Jersey 


(Continued from Page 27) 


total premium would be approximately 
$1,600,000, with losses of $900,000; close 
to a 55% loss ratio. On brick-protected 


churches and chapels, we have over $4,- 
000,000 in premiums, with about $2,800,- 
000. in losses; or a 70% loss ratio. 


“On educational institutions, frame- 
protected, we have about $570,000 pre- 
miums, with losses of $160,000; on brick- 
protected we have premiums of approxi- 
mately $5,200,000, with over 
$4,000,000—a 78% loss ratio; on fire- 


losses of 


and, 


resistive protected, we have premiums 
of $1,570,000 against losses of $969,000—a 
62% loss ratio,’ Mr. Barry stressed. 
“These are the classes on which Inter- 
Regional has decided on a national basis, 
as ties to by the rating organizz ation’ S 
report, that regardless of the loss ratio in 
the onieieaiae state, regardless of the 
account of money lost by companies in 
these classes over the six year period in 
the state, this warrants a 25% 
to 28% reduction in rate—and this 
premise has been accepted by the In- 
surance Department in the State of 
New Jersey. This, despite the fact that 
the law states that rates must be ade- 
quate and produce a reasonable profit. 


class 


“If insurance companies in New Jersey 
are to make a reasonable profit, then 
some other classes of business have got 
to make up these losses. Of course there 
is always one other way to try to make 
it up and that is to convince you that 
this program calls for a commission re- 
duction. 

Apartment House Form 

“There is another filing before the 
rating Bureau and the Department, 
known as the apartment house package 
policy. This is a combining into one 
document all of the various coverages, 
and the Inter-Regional directive reads 
that “in their judgment” (I do not know 
who they are supposed to be), a 20% 
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reduction in rate is warranted by reason 
of a reduction in expenses in the handling 
of the new contract. I have demonstrated 
that the home office expense runs about 
15%. So they are going to eliminate al} 
home office expense plus another 5% of 
cost which does not exist. I again as- 
sume that it is expected that this great 
new approach will bring about a sug- 
gestion that you could well operate at a 
lower commission. 

“It is a fundamental principle of lew 
that administrative officials are not to be 
placed in the category of dictators; that 
they must make available the facts and 
the figures and authorities used in ar- 
riving at the conclusion that the filing 
before them meets the requirement of 
law. The regulatory officials throughout 
the United States are ignoring this com- 


pletely. If they were compelled to furn- 
ish same, conditions might be a little 
different. 


“I’m sorry to say that this same atti- 
tude is taken by your New Jersey De- 
partment of Insurance. They take the 
position that their findings and conclu- 
sions are not a public record. We are on 
record with the Department, protesting 
this attitude and demanding that they 
make such information available,” Mr, 
Barry told the agents. 

Homeowners in N. J. 

“Let’s look at the situation as it exists 
in New Jersey today, with regard to just 
one class—homeowners. Incidentally, the 
New Jersey Department takes the posi- 
tion that this is not a new class of busi- 
ness, but is a combination of the various 
classes such as fire, extended coverage, 
liability, etc. 

“This raises the question as to how 
they are going to determine the ade- 
quacy of the matter, primarily with re- 
gard to extended coverage, when there 
is no information available as to the 
earned premium on that class under the 
Homeowners’ coverage. The Department 
concedes that they could not and would 
not grant a deviation based on loss expe- 
rience. That eliminates that item, | 
have tried hard to demonstrate to you 
that they could not grant a deviation on 
the basis of a lower home office expense. 
They cannot base it on low taxes and 
they have no right to base it on a lower 
profit allowance. 

“This, of course, gets us right back 
again to the hard, cold fact that there 
could be only one basis for a deviation 
filing—and that is a reduction in the ex- 
pense allowance which, in turn, must be 
a reduction in your allowance. 

“If all this were producing handsome 
profits for the majority of companies, it 
might constitute what has been termed 
‘enlightened self-interest.’ But let’s see 
what the record shows. It is common 
knowledge that, for the past eight years, 
we have a continuation of underwriting 
losses. 

‘There is only one solution to this 
problem and that is to get back to the 
fundamental definition of what insurance 
is supposed to be; ne imely, the collec- 
tion from the mz ny to absorb the losses 
of the few and, in the process of doing 
this, we incur expenses as outlined in 
my opening remarks represented by the 
five component parts of the rate. 

“If we knew exactly what the burning 
cost was going to ‘be, there would be no 
need for brokers, agents or insurance 
companies. The exact amount necessary 
could be collected through taxation. 
Therefore, in order to do justice and to 
be fair to all, there is only one rating 
system to meet that requirement; one 
based on the over-all experience of all 
companies doing business in the state, 
from a loss and expense standpoint; a 
system which provides for cne rating 
organization for various classes, or a 
separate one for each individual class. 

“Those companies that feel they can 
operate on a more skillful and better 
basis than others need not be restricted 
from competition. They can operate on 
the basis of a participating dividend, but 
it must be provided that payment can 
be made only after they have demon- 
strated that it has been earned and not 
anticipated in advance on the basis of 
judgment as to future results.” 
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Resolutions on Assigned 
Risks and Traffic Safety 


The convention of the New Jersey 
Association of Insurance Agents at 
Atlantic City approved a resolution that, 
whereas the Department of Banking and 
Insurance is studying the current New 
jersey Automobile Assigned Risk Plan 
and its operation, representatives of the 
association be included as an integral 
,irty to any study, reappraisal or modi- 
ication of this plan, so thit necessary 
‘-hanges can be introduced and made 
‘(fective promptly in the public interest. 

Another resolution dealing with high- 
way safety states: 

“Whereas, the New Jersey Association 
has endorsed the efforts of the Presi- 
dent’s Committee for Highway Safety; 
now therefore 

“Be it resolved: that we urge the 
National Association of Insurance Agents 
to take active part in the application 
of the action program of the Pres:- 
dent’s Committee for Traffic Safety; 

“Be it further resolved: that the Na- 
tional Association continue its current 
policy of active encouragement of sound 
programs for the promotion of traffic 
safety by its various state associations; 
and 

“That the National Association en- 
courage their respective state associa- 
tions to continue the integration of their 
individual efforts with the five-year plan 
of the President’s Committee for High- 
way Safety; and 

“That the National Association urge 
its respective state associations to m'l.- 
tantly work within their individual states 
for the accomplishment of uniform traf- 
fic codes, law and regulations.” 


aren 


Essex County Awarded 
Wilson Memorial Cup 


Essex County was awarded the Wilson 
Memorial Cup at the New Jersey con- 
vention for excellent public relations 
and county board service. Other winners 
were Bergen County and Hudson County, 
with a special mention for Morris Coun- 
ty. Clifford Reckling, editor of The 
Weekly Underwriter, made the presenta- 
tion at the annual banquet. 


Hanover Boosts Dividend 

Directors of the Hanover Insurance 
Co., meeting in New York, declared a 
dividend of 55 cents. This represents an 
increase in the quarterly payment from 
0¢ to 55¢ which, if continued, will ad- 
vance the annual dividend rate from 
$2.00 to $2.20. This is the 320 consecu- 
tive dividend paid by Hanover during 
an uninterrupted period of 108 years. 
The company was established in 1852 
and has paid dividends to shareholders 
since the end of its first business year. 
The new rate, however, is the highest 
ever achieved in the company’s history. 
The dividend will be paid October 2 to 
stock of record September 20. 


John C. Stoddart Dies 


John Cameron Stoddart, 72, retired 
vice president of New York Underwrit- 
ers Insurance Co., died September 12 
at his home in South Orange, N. J. Mr. 
Stoddart joined the company, founded 
by his father, the late John Henry Stod- 
dart, and uncle, the late Alexander Stod- 
dart, after graduating from Yale in 1912. 
He had been vice president 20 years 
when he retired in 1942. He was cap- 
tain of the swimming team at Yale. 





MARINERS OUTING SEPT. 21 

The New York Mariners Club, Inc., 
will hold its eleventh annual field day 
at Bethpage State Park, Farmingdale, 
N. Y. on September 21. Skipper John 
Nevin has appointed Bill Wildprett as 
chairman of the program committee. The 
Skipper’s trophy representing low gross 
score for golfers, and the Babaco trophy 
tor low net, along with prizes for hole- 
‘n-one and long drive will be presented, 





PEEK MEMBERSHIP DIRECTOR 
Harold B. Peek of Ridgefield, N. J., 
has been appointed to the newly-created 
position of membership director of the 
National Association of Mutual Insur- 
ance Agents. Mr. Peek, recently dis- 
charged from the U. S. Air Force with 
the rank of first lieutenant, served pri- 
marily in manpower management, per- 
sonnel, and finance activities during his 
four-year tour of duty. Stationed at 
Bolling Air Force Base, Washington, 








Emil Wilt Be Happy to pm You 


AT HIS FINE RESTAURANTS 
23 PARK ROW 213 PEARL STREET 
Near Ann St., N. Y. Near Maiden Lane, N. Y. 
Phone: WOrth 2-2514 Phone: Digby 4-2348 


Diners Club, American Express, Hilton Carte Blanche 
Private Room for Luncheon and Dinner Parties 








D. C., he was able to complete studies 
at the George Washington University. 











WIN WITH OUTDOOR DISPLAY See the 
great, new, FREE wide-angle Scotchlite bill- 
board winning new clients for Hometown 
agents everywhere! 


BIG YELLOW PAGES PROMOTION Investi- 
gate Homr’s expanded tie-in agent phone 
directory listing, now reaching 88% of 
nation’s population! 


GET THE APARTMENT OWNER'S VOTE Look 
into the new Home Apartment Owner’s 
Policy now sweeping the country! 


MOTELMAN’S FRIEND Get the facts on The 
Home’s new Motel Package, already mak- 
ing a smash-hit coast to coast! 
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BE THE MAN WITH THE PLAN—THICO 
Find out how The Home’s Tuico PLAN 
brings smoother selling through monthly, 
quarterly, annual or “custom” payment 
terms! 


WAY OUT FRONT WITH ADVERTISING 
AIDS FILE Ask about this promotional “how 
to do it” sales tool now winning new clients 
for Home Agents across the board! 


BIG NEW RADIO CAMPAIGN Check on how 
The Home’s “Safety News”, starring Ken 
Banghart, aired over hundreds of stations, 
can give your agency the Dig lift! 


PREVIEW MANY COMING ATTRACTIONS 
See the full array of sales and merchandis- 
ing aids coming up from The Homg, all 
designed for more sales punch at the local 
level! 
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All at The Home’s Exhibit, 
NAIA Convention, 
September 25-26-27 


See you there! 











Property Protection since 1853 


59 Maiden Lane, New York 8, N. Y. 
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Mutual Agents Formalize 
Baldwin Memorial Fund 


Trustees of the Philip L. Baldwin 
Memorial Fund and the National Asso- 
ciation of Mutual Insurance Agents have 
entered a formal trust agreement to gov- 
ern the operations of the fund. The pro- 

gram is designed to develop an educa- 
tional fund to support both the Mutual 
Agents School, conducted by the mutual 


agents, and other educational programs. 

The trustees are Earl A. Lamb, past 
NAMIA oe a mutual agent of 
New York City; Bradbury Esau, sec- 


retary-vice rend ak of the Pawtucket 
Mutual, and Charles M. Boteler, past 
NAMIA president and executive vice 
president of the Mutual Insurance 
Agency of Washington, D. C 

Signing for the association was 
NAMIA President George R. McKiever 
fr Miami and attesting was NAMIA 
Secretary Charles M. Scott of Ellicott 


City, Md 


Fla. Court Save Borrower 
May Select Own Insurer 


Success of a homeowner in confirming 
his right to select the insurance policy 
f his own choice is hailed by George 
R. McKiever of Miami, president of the 
National Association of Mutual Insur- 
ance Agents, in a statement to his own 


BROADER 
PROTECTION 
AT LOWER COST... 


anti-coercion committee. He told his 
committee that the District Court of 
Appeals of Florida had ruled that a 


homeowner has the right to drop the in- 
surance policy originally selected by his 
mortgage company and substitute one 
of his own choice. 

In the case involved, Edward H. 
Maisel, a homeowner, went to court be- 
cause he wanted to change insurance 
policies at the end of the first year of his 
loan; but the mortgagee, J. I. Kislak 
Mortgage Corporation, said it was not 
their policy to interrupt existing in- 
surance coverage until the normal ex- 
piration date. 

The borrower lost in the lower court, 
but on appeal to the intermediary court, 
Judge Ray Pearson held that a Florida 
law making it illegal for a mortgagee to 
coerce a homeowner on the original in- 
surance policy also applied to any change 
he desired to make. 


Crop Hail Insurers 
To Meet October 2-4 


The Crop Hail Conference of the Na- 
tional Association of Mutual Insurance 
Cor npanies will hold two meetings during 
the association’s 65th annual convention 


at the Statler Hilton Hotel, New York 
City, October 2-4. This is a group of 35 
companies within NAMIC which write 


hail insurance on growing crops. 
Program details were released by 
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Lsb’s MULTI-PERIL APARTMENT HOUSE POLICY 


Now, the modern technique of insurance 
packaging brings broader coverage at a 
substantial saving to apartment building 


One broad policy provides all the basic 
property and liability coverages pros- 
pects usually need. Special features 
include rental income provisions. . 
matic extra expense coverage to $1,000... 
sixty day coverage for new construction. 
Check now for availability in your state. 


Comprehensive sales and underwriting 
kit on package—policy production.. 
helping L & L agents build premium 
volume across the nation. Contact your 
L & L fieldman or write Advertising 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. 
— _ SAFEGUARD INSURANCE COMPANY 
STANDARD MARINE INSURANCE COMPANY, LTO. 


20 Trinity Street, Hartford, Connecticut 


CHICAGO - 
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Glenn M. Wistey, Farm Bureau Mutual, 
Des Moines, Iowa, who will preside at 
the sessions. Communications will be the 
title of a talk by William N. Woodland, 
secretary of the Mutual Fire Insurance 
Association of New England, Boston, 
scheduled for the Monday afternoon 
meeting of the Hail Conference. 

“How to Shorten the Training Period 
for Adjusters” will be handled by Lee 
Morrell, training director, Country Mu- 
tual, Bloomington, III. 

Opening Wednesday morning’s session 
will be a talk on “The Crying Need— 
Uniformity,” by Charles Lawson, man- 
ager, crop hail reinsurance division, 
Farmers Mutual Reinsurance Co., Grin- 
nell, Iowa. Another topic will be “How 
to Compete with Stock Companies,” by 
Glenn Gharrett, agency supervisor, 
Farmers Mutual Hail of Iowa, Des 
Moines. A panel discussion on “Defer- 
ment of Losses” will have representa- 
tives from Missouri, Iowa, Illinois, and 
Kansas giving their different views. A 
brief business meeting and election of 
officers will conclude the conference’s 
annual meeting. On Tuesday the con- 
ference will meet with either of the 
other joint sessions being conducted that 
day, Mr. Wistey said. 


Farm Mutuals Announce 


N. Y. Convention Program 

An insurance clinic conducted by Ira 
J. Laird, Jr., Laird-Hagee, Harrisburg, 
Pa., will open the combined session of 
the Farm Fire and Windstorm Confer- 
ences of the National Association of 
Mutual Insurance Companies during its 


65th annual convention, October 2, 3 
and 4, at the Statler-Hilton Hotel, New 
York, N. Y. These meetings are for 


those companies within NAMIC primarily 
writing farm coverages. 
On Tuesday, October 3, the all-day ses- 


sion will begin with “Let’s Have More 
Effective Direction,” by J. Roberts Doe, 
executive vice president, Springfield 


Bank for Cooperatives, Springfield, Ma:s. 
A discussion of the standard farm mu- 
tual policy developed by the Nationa! 
Association will follow. The importan it 
topic of “Farm Reinsurance—Its U; 

and Application,” will be handled by a 
panel discussion with Steward Mittnac! 

vice president, Balis & Co., Chicago, ac: 
ing as chairman. Others on the panel 
will be George F. Rutledge, assistant 
secretary, Farmers Mutual Hail of Iowa, 
Des Moines; Donald Bowerman <{ 
Booth, Potter, Seal & Co., Philadelphia, 
and L. G. Keeney, president, Farme 

Mutual Reinsurance Co., Grinnell, Towa 

Of current interest for farm mutua’'s 
will be the subject of W. H. Rodda as 
he opens the afternoon session wit! 
“The Challenge of the Farmowners Po! 
icy.” Mr. Rodda is manager-secretary 
of the Transportation Insurance Rating 
Bureau, Chicago. “Securing Office and 
Field Personnel,” will be the title of 
talk by Guy Fergason, Fergason Per- 
sonnel, Chicago, a firm specializing in 
placing insurance personnel. 

How to communicate effectively is al- 
ways a vital part of any business and 
Edward M. Ryan, editor, management 
publications, Dartnell Corporation, Chi- 
cago, will take on “Development and 
Use of Procedures Manuals.” His firm 
publishes reports, surveys, handbooks 
and films for business and industrial 
executives. On Wednesday the Farm 
Fire Conference will hear committee 
reports and conclude with a session on 
underwriting. The Windstorm Confer- 
ence will hold a panel discussion on re- 
insurance—county basis. 





N. Y. Board Appointments 

President Harry W. Miller of the 
New York Board of Fire Underwriter 
has made the following appointments to 
fill existing vacancies: board of directors, 
A. T. Chisholm, United States manager 
of Pearl-Monarch Group, and committee 
on finance, A. F. Sinton, assistant vice 
president, Crum & Forster. 
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Newly elected officers of the New Jersey Association of Insurance Agents in 
an informal huddle during the convention at Atlantic City. They are, left to right: 
Karl Weidel, III, Trenton, chairman of executive committee: Robert W. Hutchi- 
son, Vineland, president, and John S. Sheiry, Bridgeton, state national director. 


Robert W. Hutchison of Vineland was 
elected as the new president of ithe New 
Jersey Association, being advanced from 
chairman of the executive committee. He 
succeeds James L. Ryan who has held 
office for the past year. Karl Weidel, IIT, 
of Trenton becomes the new head of the 
executive committee. John S. Sheiry of 
Bridgeton continues as state national di- 
rector and the long popular Charles J. 
Unger of Tenafly remains as executive 
secretary-treasurer. 

Newly elected members of the execu- 


tive committee are (Robert D. McKee, 
Rumson; Samuel W. Madara, Merchant- 
ville; Henry S. Gilbert, Westfield; 


Adolph Quadt, Fords. 

Re-elected to the committee are Wal- 
ter Christie, Bergenfield; Louis Green- 
berg, Atlantic Gity; Arthur ‘H. Slack, Jr., 
Clifton; John N. Stevens, Bloomfield, 
and Mr. Weidel, Trenton. 

Revealing the continuity of interest in 
leadership in the association from gen- 
eration to generation, three members of 
the executive committee are sons of past 
presidents of the association. Mr. Chris- 
tie is a son of Alfred Christie, president 
in 1941-42; Mr. Madara is a son of the 
late J. Clarence Madara, president in 
1948-49, and Mr. Stevens is a son of Rus- 
sell E Stevens, president in 1950-51. 
Both the senior Messrs. Christie and 
Stevens attended the convention. 

Hutchison Career 

Robert W. Hutchison, newly elected 
president of the association, is secretary 
of the W. Howard Sharp Inc., agency in 
Vineland, N. J. During this past year, 
he was chairman of the executive com- 


mittee, after having served on the com- 
mittee since 1957. He is a past-president 
of the Cumberland-Salem County Asso- 
ciation. 

Mr. Hutchison was born in Harris- 
burg, Pa. in 1916 and was graduated 
from the public schools of that city. 
During World War II he served in the 

Pacific theater, with the U. S. Army. He 
i a former special agent of the Hart- 
ford Steam Boiler Insurance 'Co. He is 
active in local civic affairs. His member- 
ships include Vineland “Y’s” Men’s (Club, 
Junior Chamber of Commerce and 
tary Club (past president of all three); 
YMCA board of directors; district exec- 
utive committee—Boy Scouts of Amer- 
ica; Vineland Lodge No. 69, F. & A.M. 

Mr. Hutchison resides in Vineland 
with his wife, June, and two daughters: 
Judith Anne, 21 and Julia Ann, 13. 

Karl Weidel III 


Mr. Weidel is president of Karl Weidel 
Inc., insurance agency in Trenton. A 
past president of the Mercer County 
Association, he has been a member of 
the state executive committee since 1959, 
and has served on the public relations 
and other key committees for several 
years, 

A graduate of Trenton Catholic High 
School, he attended Duke University, 
Durham, N. C. for three years and re- 
ceived his LL.B. degree from Rutgers 
Law School, Newark. Mr. Weidel re- 
sides in Pennington with his wife, the 
former Grace Hanson of Spring Lake 
Heights, and their four children: Ruth 
Ann, Elizabeth, and twins, Katherine and 
Louise. 


General Brokers’ Dinner 





At Astor on October 26 


Charles M. Dorfman, president of the 
General Insurance Brokers’ Association 
of New York, announces that the 36th 
annual dinner of the association will be 
held on Thursday, October 26, in the 
grand ballroom of the Hotel Astor. The 
dinner will feature, for the 27th time, 
presentation of the annual Gold Medal 
Award to the individual who has “ren- 
dered the most meritorious service to the 
insurance business.” 

J. Victor Herd, chairman of the board, 
America-Fore Loyalty Group, again 
heads the Gold Medal Award advisory 
committee. The following are in charge 
of arrangements: Cornelius W. Haar- 
mann, Jr., general chairman; Jack Kin- 
zinger, assistant to chairman; Nathan 
Greenbaum, invitations; Joseph Carlin, 
reception; Henry B. Olshen, seating; 
Leonard Jacobs, souvenir journal; Jules 
Nassberg, music; Fay W. Sterenbuch, 
ladies; Russell Wittpenn, publicity. 


DRISCOLL HARTFORD SPECIAL 

Jerome J. Driscoll has been appointed 
special agent at the Richmond, Va., 
office of the Hartford Fire. 

He joined the company at the home 
office in 1957. He attended Springfield, 
Mass, schools and was graduated from 
Michael’s College, Winooski Park, 
rt. 


New Jersey Agents 


(Continued from Page 29) 


raembers to give them additional ‘in- 
service’ education facilities. Our recom- 
mendation was a 12 or 16 week seminar; 
it would consist of a three-hour moder- 
ated discussion, one night a week. It 
would be located in an area convenient 
for member agents and their office staffs 
from several of our own county boards. 
“The registration fee for the course 
would be moderate in order to induce 
more people to avail themselves of the 
lectures. Consideration has also been 
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given to half-rate for additional office 
personnel so that all within a given office 
could attend. These seminars would 
point up automobile, homeowners, fire 
insurance—and even to the area of new 
thoughts in many agents’ offices: life 
and accident insurance. The education 
committee will be meeting at an early 
date with the county vice presidents to 
set up this program on a convenient area 
basis.” 
Fire Prevention Plans 

Seeking greater efforts in 
vention, Chairman Jack K. Powell of that 
committee stated that: “Walter Teh 
special agent for the Standard Fire, has 
been traveling the state presenting his 
‘Wobo The Fire Clown Act’ to the 
younger generation, but the senior citi- 
zens should take as much interest, or 
even more interest than their offsprings 
if the children are to accept the prin- 
cipals of fire safety and fire prevention. 

“Tt is being recommended by your re- 
tiring fire prevention committee that any 
future plans for promoting fire preven- 
tion should be directed at the senior 
citizens of our state 

“It is the full responsibility of the 
local board presidents to first, appoint 
an active fire prevention chairman, see 
that he has committee members who will 
work and take as much an active part 
himself in support of his chairman. I 
have found from experience that the best 
source of cooperation in promoting fire 
prevention is the local fire department, 
be it a volunteer department or a paid 
department. These men really take an 
active part if but given the opportunity, 
and, best of all, the general public will 
support and give their full cooperation 
to such a department, where they might 
not with an insurance agent.” 


fire pre- 
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Road Aid in New Jersey Expands 
Membership, Services, Agents are Lold 


One of 
New 


Agents is Road Aid, of which the man- 


the 
Insurance 


the important adjuncts of 
Jersey Association of 


aging director is William J. Doyle. He 
reported to the annual convention in 
Atlantic City that the past 12 months 


have been a period of marked improve- 


ment and financially successful. Address- 
ing the assembled agents he said: 


“One year ago we reported 632 mem- 
ber agents supporting _ program; to- 
day, we have 684. We had 85,000 insured 
subscribers today we are well over the 
90,000 mark. We had 410 emergency 
service stations in the program; at pres- 


ent we have 430. Our gain in member- 
ship totalled 52 agencies. While this 
gain is not overwhelming, it should be 


noted that we continue to hold our own 


and maintain the same percentage each 
year. 

“Here are the county board standings: 
Essex is still the number one county 
with 103, Union is second with 91, Hud- 
son third with 87, and Bergen fourth 
with 84. Passaic is fifth with 46; Middle- 
sex, sixth, 43; Monmouth and Camden- 
Gloucester, seventh 37; Morris comes in 
eighth with 29; Mercer, ninth with 


24; Somerset, tenth, 20, 
eleventh with 19. Ocean and Atlantic tie 
for twelfth with 18 each; Cumberland- 
Salem is thirteenth with 16; Sussex and 
Warren each have one agency enrolled 
7,463 Calls for Road-Aid 
“During the past 12 months, 7,463 sub- 
scribers called upon Road-Aid Service. 
Compare this total with the 3,200 calls 
in the first year and 6,400 for the sec- 
ond year. The average cost per claim 
was approximately $5.90, which included 
our $1.50 service charge. Twelve months 
ago I reported 410 emergency service 
stations representing our program 
throughout the state. Today, we have 430 
stations available to service your as- 
sureds. Ait our mid-year meeting last 
March, I mentioned that Road-Aid had 
entered another phase of extended cov- 
erage to your policyholders. We had 
initiated around-the-clock answering 
service—using the central office tele- 
phone. We also reported, at the same 
time, on our employment of an answer- 
ing service to cover all phone calls be- 
tween 5 p.m. and 9 am.; since then, 
Road-Aid has installed four additional 
phone lines,” Mr. Doyle revealed. 
Extended Service to Philadelphia 
“Since our last annual meeting, Road- 
Aid has entered into agreement with the 
Independent Insurance Agents and Bro- 
kers Association of Philadelphia and sub- 
urbs to extend our operation into their 
area and make the program available to 


and Burlington, 





their members. This additional service 
will go into effect around October 1. We 
have already set up 14 garages in the 


city of Philadelphia and will have cover- 
age in three adjacent counties: Mont- 
gomery, Bucks and Chester. We have 
contacted the insurance companies par- 
ticipating in our Jersey program and 
we are now receiving orders at our cen- 
tral office from the members of the 
Philadelphia Association. Emergency 
road service guides for this area will be 
available to New Jersey members on Oc- 
tober 1. This could be tthe start of a 
movement to establish Road-Aid along 
the entire eastern coast, from Maine to 
Florida,” Mr. Doyle stressed. 

“During this fiscal year, we have en- 
tered another phase of operation. We 
are well aware that many of your as- 
sureds call their own local garage, pay 
for the service and submit a receipted 
bill to your agency for reimbursement. 
We also realize this costs you valuable 


time for processing. You must fill out 
the loss form, mail it to the company— 
and wait nine to 12 days for the return 
of the check. 

“Under our system, all that is neces- 
sary is a littke memo of the Road-Aid 
Card number and the home address of 


the assured. Upon receipt of the memo 
and bill, Road-Aid pays your assured 
direct. The check is mailed in a check 


enclosure which again reminds the 
sured of the Road-Aid service and, most 
important, your agency. A _ close-out 
card is then forwarded to you, advising 
that the claim has been paid. This sys- 
tem is easier for your personnel and will 
give them time for more important mat- 
ters in your office. 
New Procedures 
“IT would like to review 
dures inaugurated during 
months. 
“1) When there 


mobile, 


as- 


new 
the 


proce- 
past 18 


is a change of auto- 
it is no longer necessary to issue 


a new Road-Aid card. All we now re- 
quire is notification of the Road-Aid 
card number, date of change—and the 
make and year of the new automobile. 


Notification can ‘be mailed to our office 
on a weekly basis or a bi-weekly basis. 

“2) On six month policies—please is- 
sue a Road-Aid card for one full year; 
do not write ‘continuous’ as an expiration 


date, and be sure to issue a new card at 
the end of the policy term. 
“During the last year we filled 273 re- 


quests for touring service; if properly 
publicized, this could develop into a ma- 
jor service with excellent public relations 
for you, the local Road-Aid agent. With 
the growth of our program, the work- 
load for both the association and Road- 
Aid has increased tto such an extent that 
the central office has added to its secre- 
tarial staff.” 


Congressman Seeks More 
Safety Devices in Autos 


If Detroit automobile 
continue to ignore certain devices to 
make automobiles safer, Congress may 
take legislative action to force them to 
build crash-proof cars, according to U.S. 


manufacturers 


Representative Kenneth <A. Roberts, 
chairman of the House Subcommittee 
on Health and Safety. In a feature 
article in the October issue of “Saga” 


magazine, 


the Congressman writes that 
the 


addition of three safety features to 
automobile design would cut the nation’s 
annual traffic deaths and injuries in half. 

The three safety devices he champions 
are seat belts, a hydraulic bumper and a 
super-soft plastic padding. All can be 
added to an automobile in the manufac- 
turing process for less than $300, he 
asserts. 

Most collision deaths and injuries oc- 
cur when occupants of cars are thrown 
out of the vehicle or are hurled against 
winds hields and dashboards by the force 
of the smash-up, Representative Roberts 
writes. To prevent these injuries, the 
occupants should be anchored in place 
by safety belts, dashboards and other 
projections should be padded with shock- 
absorbant material, and the force of a 
collision should be absorbed by a collap- 
sible bumper, he states. 

The Congressman assails Detroit for 
not building these safety devices into 
their products. Some auto manufacturers 
have just begun to build seat belt an- 
chors into their cars, but Representative 
Roberts writes that this is not enough. 
They should include the belts in produc- 
tion of cars, he says. 


Five Appointments by Travelers 


Five appointments at The Travelers 
Insurance Co. are announced by Presi- 
dent J. Doyle DeWitt following the 
monthly meeting of the board of direc- 
tors. Appointed in the fire and marine 
underwriting department, are Donald H. 
Garlock, CPCU, secretary and Adolph 
E. Tanguay, assistant secretary, both 
Pacific Coast division. 

Joining the company is Dr. Clair 
Gilbert Prindle, who was appointed as- 
sistant medical director, medical depart- 
ment. 

David E. Nash is 
superintendent, 
partment, 


named assistant 
casualty underwriting de- 


engineering and loss control 





D. H. Garlock 


A. E. Tanguay 


division. Edward P. Rosania is promoted 
to assistant superintendent of sales pro- 
motion, casualty-fire agency department. 

Mr. Garlock joined The Travelers in 
1949 as a special agent, casualty, fidelity 
and surety and fire and marine lines and 
was assigned to Dayton, Ohio. He went 
to Columbus, Ohio and was named as- 
sistant manager there in 1953. In 1955 
he was transferred to Charleston, W. Va., 
as manager, fire-marine agency depart- 
ment. He went into the home office in 
Hartford in 1957 and was appointed as- 
sistant secretary, fire and marine under- 
writing department, Pacific Coast divi- 
sion, 

Joining The Travelers home office in 
1927 in the fire and marine underwriting 
department, Southern division, Mr. Tan- 
guay was named assistant examiner in 
1935. In 1947 he was appointed examiner, 
fire and marine underwriting department, 





Atlantic National Names 


Courson Executive V. P. 
Melvin Courson has been appointed 
executive vice president of Atlantic Na- 
a Insurance Co., it is announced by 
Carl Harber, company president. Atlantic 
National is a wholly-owned subsidiary of 
The Hertz Corporation and is a leading 
insurer in the car and truck rental and 
leasing industry. 

Prior to joining Atlantic National, Mr. 
Courson was chief examiner of the 
Florida Insurance Department, with 
which he served for five years. 
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Pacific Coast division and was promoted 
to chief underwriter in 1957. 

Dr. Prindle goes into the home office 
from Maysville, Ky., where he has been 
practicing medicine since 1939. He has 
served as president of the Mason Coun'y, 
Ky., Medical Association and chief of the 
medical staff of Hayswood Hospital at 
Maysville. From 1942 to 1945 he served 
with the U. S. Army Air Force as flight 
surgeon and was separated from active 
duty with the rank of captain. 

Joining the company as an engineer in 
1948, in the casualty underwriting de- 
partment, engineering and loss control 
division at Dallas, Texas, Mr. Nash went 





Dr. C. G. Prindle E. P. Rosania 


to Little Rock, Ark., in 1951 as a resident 
engineer. In 1957 he was transferred to 
Kansas City, Mo. as assistant supervising 
engineer and later that year was named 
supervisor of engineering at that office. 

Mr. Rosania went with The Travelers 
in 1958 as a field supervisor, fire-marine 
agency department at Albany, N. Y. In 
1959 he was appointed assistant manager 
at that office. He went to the home 
office in 1960 and was named sales pro- 


motion assistant, casualty-fire agency 


department. 
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Traffic Safety Emphasis to Be Given 
By New Jersey Assn. of Ins. Agents 


The New Jersey Association of Insur- 
ance Agents closed its 68th annual con- 
vention September 9 in Trenton, N. J. 
with an emphasis on traffic safety. 
Agents from all over the state were ad- 
vised of a plan for sparking public sup- 
port of traffic safety by professional and 
business organizations within the state. 

James L. Ryan, of Paterson, retiring 


leaders. The main emphasis, he stated, 
will be on the full utilization of available 
traffic safety resources. 

Mr. Grannatt reported to the assem- 
bly that representatives of both the Na- 
tional Safety Council and the U. S. Pub- 
lic Health Service had cooperated in the 
development of this plan. Both organ- 
izations, he said, have assured tthe agents 





Left to right—R. W. Hutchison of Vineland, newly elected president of NJAIA; 
James L. Ryan of Paterson, retired vice president; Milton H. Grannatt, Jr. of 
Trenton, past president of NJAIA and accident prevention chairman; George Grotz, 
regional field director, National Safety Counsel; Sidney Ascher, accident prevention 
consultant, U. S. Public Health Service. Mr. Grannatt is holding NAIA’s highway 
safety trophy—and several others, which were presented to N. J. Assn., can be 


seen in background. 


president, and Milton H. Grannatt, of 
Trenton, accident prevention chairman 
for the group, announced that they had 
approved the original draft for a traffic 
safety seminar to be held in late Novem- 
ber. The seminar according to Mr. 
Ryan, will probably be a one-day event 
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of full 
event. 


support in programming the 
Mrs. David I. Flood, of Trenton, 
who is the accident prevention chairman 
of the New Jersey Federation of Wom- 
en’s Clubs, also participated in the plan- 
ning. It is expected that this group will 
join with the NJATA in sponsorship of 
the seminar. 

Sidney F. Ascher, of New York City, 
who is regional accident prevention con- 
ew for the Public Health Service, 
U. S. Department of Health, Education 
and W elfare, expressed enthusiasm for 
the program. 

At the closing session of this con- 
vention, George Grotz, regional director 
for the National Safety Council, praised 
the New Jersey Association’s safe driving 
citation awards program—and cited the 
last two signal honors acquired by NJ- 
AIA. Only recently, the Chamber of 
Commerce of the United States had be- 
stowed one of its Annual Recognition 
medallions to the group—and the Na- 
tional Association of Insurance Agents 
had designated NJAIA for its highway 
safety trophy. 


Elmer Anderson Married 


Elmer C. Anderson, assistant secre- 
tary, Surety Association of America, 
was recently married to Mrs. Julia 


Chevellette Lewis of Brooklyn, N. Y. 


P. A. Zimmermann Heads 

NACM Ins. Committee 
HOLD ANNUAL MEETING SEPT. 29 
Active Year Planned for Credit Mens’ 


Group Including Regional Meetings, 
Speakers’ Bureau Program 








The national insurance committee of 
the National Association of Credit Man- 
agement has scheduled its annual fall 
meeting for September 29 at the Adver- 
tising Club, New York. Newly appointed 
chairman of the committee, which for- 
merly was known as the National Insur- 
ance Advisory Council, is Peter A. Zim- 
mermann, assistant secretary Surety As- 
sociation of America, New York. 

Other members of the committee are: 
Royce F. Beck, Nationwide Insurance 
Group, Columbus, Ohio; Whitman Best 
of Whitman Best Agency, Denver; Rob- 
ert E. Bradley, Resolute Fire, Hartford; 
— E. Brown, Marsh & McLennan, 
St. Louis; T. J. Carlile, Crocker- ry 9 
AR ta Bank, San Francsico; David Q 
Cohen, Association of Casualty & Surety 
Companies, New York; Charles S. 
Cooper, Fund Insurance Cos., New York; 
George IT. Cowan, Johnson & Higgins, 
New York; L. A. Fitzgerald, American 
Mutual Insurance Alliance, Chicago; 
Eugene K. Kane, American Credit In- 
demnity Co., Baltimore. 

Also Joseph J. Nemeth, of E. H. Fish- 
man, Inc., Cleveland; John P. O'Reilly, 
Commercial Fisherman’s Inter-Insurance 
Exchange, San Pedro, Calif.; Orville B. 
Tearney, Inland Steel Co., Chicago; John 
A, Trout, Procter & Gamble, New =i 
lecns; Frederick W. Westervelt, Jr., Na- 
tional Board of Fire Underwriters, New 
York, and Robert L. Roper, NACM sec- 
retary, New York. 

W. E. Jeffrey Heads Advisory Group 

A special advisory group to the com- 


1 ttee, consis ting of past chairmen and 
committee members, has recently been 
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constituted, with Wallace E. Jeffrey, 
Marsh & McLennan, New York, as 
chairman. 

The insurance committee, Mr. Zim- 


mermann reports, is preparing for an un- 
usually active year, marked by a new 
program of regional meetings and the 
formation of a number of regional In- 
surance Advisory Councils, with a 
stepped-up interest in insurance activity 
at the local level in cooperation with 
various local surety and insurance as- 
sociations throughout the country. There 
will be a continuation of the popular 
speakers bureau program, and participa- 
tion in the Insurance Day at the annual 
National Credit Congress. 

Prior to his appointment as chairman 
of the National Insurance Committee, 
Mr. Zimmermann was chairman of its 
speakers’ bureau. On October 1 he will 
commemorate the 25th anniversary of ‘his 
service with the Surety Association and 
the former Towner Rating Bureau which 
was consolidated in 1948 with the Surety 
Association. 

In addition, the October 1961 issue 
of “Credit and Financial Management,” 
NACM monthly magazine, will be 
devoted entirely to articles on insurance. 
This will be distributed to over 40,000 
credit association member firms nation- 
wide. 


L. F. Beck Joins Fed’l L. & C. 
Lester F. Beck, CPCU, CLU, has been 


named a senior vice president of Federal 
Life & Casualty of Battle Creek, Mich., 
it is announced by President John H. 
Carton. Mr. Beck, who will have execu- 
tive responsibility for the company’s ex- 
panded agency department, assumes his 
duties October 1. 

Up to now he has been a leading pro- 
ducer in the home office agency of Con- 
necticut General Life in Hartford. Pre- 
viously he served in executive capacities 
with The Travelers in its home office 


and Commercial Credit Co. in Baltimore. 







The 
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L1L.I. Advises: Car Pools 
Do Not Void Auto Insurance 


With schools opening again, many 
mothers are banding together in car 
pools to provide transportation for their 
children. Four or five mothers take turns 
driving so that individually their house- 
work and other plans are not inconven- 
ienced by having to operate a daily 
transportation system. 


school 


At the same time their husbands may 


be getting to work through other “share- 
the-ride” arrangements. Each person 
may drive his own car once a week or 
everyone may chip in expenses to one 
particular motorist. 

These and other share-the-ride ar- 


rangements, the Insurance Information 
Institute points out, often raise the ques- 


tion: “Am I still covered by my auto- 
mobile insurance while driving in a car 
pool?” This question is probably 


prompted by a clause in the standard 
policy that states it does not apply “to 
any automobile while used as a public or 


livery conveyance.” 
However, this clause does not apply to 
car pools, according to the National 


Automobile Underwriters Association 
and the National Bureau of Casualty 
Underwriters. All automobile insurance 
policies written by member companies of 
these two national rating organizations 
would cover the insured in car pool driv- 





Thus, the insured has an accident 
while driving for the car pool his car 
insurance still protects him. And the 
medical payments coverage, which pro- 
vides for medical treatment to an in- 
sured’s passengers regardless of whose 
fault the accident is, would still apply to 
the car pool members. 


Of course, the insured may want to 
take a second look at the financial li- 
ability limits of his liability policy. Some 
people carry as little as $5,000/$10,000 


Specializing in— 


= FIDELITY AND 
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and— 
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ATLANTA -« 





CHICAGO -« 


Van Nuise General Mgr. at 
Harrisburg For Aetna C. & S. 


Robert W. Van Nuise has been named 
general manager of the Harrisburg of- 
fice of Aetna Casualty & Surety. He was 
named manager there earlier this year, 
and his current promotion comes in con- 
nection with unification of the company’s 
casualty, fire, marine and bonding oper- 
ations at Harrisburg. 

A graduate of New York University, 
Mr. Van Nuise joined Aetna Casualty at 
Newark, N. J. in 1939. He later served as 
superintendent of underwriting at Syra- 
cuse and assistant manager ‘at Indian- 
apolis before going to Pittsburgh as as- 
sistant manager two years ago. 


SCHULTHEIS TO OMAHA 


American ‘Casualty has named Frank 
S. Schultheis as branch manager of its 
Omaha office. Prior to this promotion, 
Mr. Schultheis had been a senior mul- 
tiple line special agent in A'CCO’s Chi- 
cago office. 

Mr. Schultheis started his insurance 
career in Chicago, and since that time 
has held positions responsible for both 
underwriting and production of all 
phases of the business. 


W. D. JENNINGS’ NEW POST 


Standard Accident has selected Wil- 
liam D. Jennings as field representative 
for its Cincinnati branch office. He has 
a broad background in casualty under- 
writing. 





liability limits while others carry as high 
as $100,000/$300,000. 

In some car pools, one member's car 
is used for all of the transportation, but 
everyone takes turns driving it. Even in 
this case, the standard automobile pol- 
icies provide coverage. Anyone driving 


with the insured’s permission is covered. 
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Losing $400 Million in Premiums 





Stop ‘Exporting’ Risks to Non-Admitted 
Markets, Mertz, NAII Counsel, Exhorts 


The fact that $400,000,000 in premiums 
annually go to the non-admitted com- 
panies is evidence that the American fire 
and casualty insurance industry ‘is not- 
providing the American insurance buyer 
everything he is seeking in coverages 
and rates, according to Arthur C. Mertz, 
general counsel of the National Associa- 
tion of Independent Insurers. 

This statement was one of the high- 
spots of an address by Mr. Mertz, “The 
Independent View of The Rating Scene,” 
delivered at the sixth annual Risk Man- 
agement Institute gathering at Univer- 
sity of Connecticut, Storrs, Conn. on 
September 6. 

The gathering was sponsored ,by the 
Connecticut Valley Chapter of the Amer- 
ican Society of Insurance Mz anagement, 
Inc., and the School of Business Ad- 
ministration of the University. 

Mr. Mertz said the reasons why 
ican companies are 
mand for coverage 
three-fold. 
lowing: 


Amer- 
not meeting the de- 
here are at least 
He blamed in part the fol- 


Unresponsiveness and Inflexibility 


(1) Unresponsiveness on the part of 
some segments of the industry itself. 

(2) Inflexibility of some of the state 
laws and regulations under which the in- 
dustry must operate. 

(3) Failure of the insurance buyer to 
use every means possible to buy in the 
admitted market. 

Speaking of industry unresponsiveness 
he said: “There exists in America a vast, 
untapped reservoir of fire and casualty 
capacity. If it could be unfrozen the 
scope of the so-called surplus lines prob- 
lem would be reduced dramatically. Part 
of this untapped reservoir lies with the 
companies which have yet to get their 
feet wet in writing the kinds of insur- 
ance and classes of risks which are now 
being exported. Many of NAII member 
companies are in this category when it 
comes to the large commercial and in- 
dustrial lines. These companies have 
been deterred by a variety of factors 
from getting into the swim. Steps are 
being taken to overcome them. 

‘Another sizable portion of the un- 
tapped reservoir reposes with admitted 
companies which have both the size, 
the know-how and the facilities to han- 
dle large corporate risks—and in fact, 
they are now underwriting some of them. 
However, for various reasons they have 
been unresponsive in providing Ameri- 
can industry with all the types and 
amounts of coverage it wants.” 

Inflexibility of state rating acts 
regulations must share the blame, 
Mertz said. He named the laws of six- 
jurisdictions — Texas, North Carolina, 
Virginia, Louisiana, Mississippi and Dis- 
trict of Columbia — as being the most 
restrictive. 


and 


Mr. 


Unloosen Unnecessary Fetters 


He asked for the “unloosening of some 
of the unnecessary fetters that bind the 
admitted carriers and giving them a bet- 
ter chance to match the speed and flexi- 
bility of their unlicensed competitors. 

“One step in this direction,” the 
speaker said, “would be to provide by 
statute that whenever placement of a 
given risk with non-admitted companies 
is permitted under the surplus lines law, 
those admitted companies desiring to do 
so may meet the competition of the 
non-admitted companies without regard 
to the rating laws. 

“As another important aid in the solu- 
tion the NAII believes that basic short- 
comings of the all-industry laws them- 
selves should be squarely confronted 
and rectified,” Mr. Mertz recommended. 

“I am referring among other things 
to the fact that fire insurance and cas- 


ualty insurance are still regulated under 
separate rating laws in most states: that 
all rate and coverage changes :ust 
await affirmative approval or runnin« of 
lengthy waiting periods; that the rating 
standards of excessiveness and _inade- 
quacy are not defined and are there/ore 
somewhat ambiguous; that bureaus and 
other powerful groups have been able 
as ‘aggrieved persons’ in hearings and 
litigation to obstruct competition by in- 
dependent companies.” 

He asked for the “interested and su- 
stained” attention of the insurance buy- 
ers “not only to those conditions and de- 
velopments in our business which im- 
mediately affect you, but also to those 
related matters which may at the mo- 
ment seem peripheral.” 

Adopt, Explore and Pursue Policy 

He urged that they always. explore 
and pursue every available avenue for 
local placement before resorting to the 
non-admitted market. Furthermore, Mr, 
Mertz declared that “if the only ‘thing 
preventing an admitted company from 
providing the coverage and rates desired 
is failure by an Insurance Department 
official to grant approval,” that the cor- 
porate buyer “go to bat” for that com- 
pany with the departmental official be- 
fore turning to non-admitted sources. 

In closing the speaker emphasized: 
“The corporate insurance buyer has a 
vital stake in the efforts of our associa- 
tion and others in the legislative arena 
to minimize future bottlenecks by elimi- 
nating the prior approval mechanism. 
That mechanism is outmoded, the orig- 
inal reasons for its existence have been 
debunked or rendered obsolete, and it 
now serves only as a millstone around 
your and the insurance companies’ necks, 

“Freed of this millstone the progres- 
sive-minded companies would be in a far 
better position to deliver the forms of 
protection you need when you need 
them.” 





Harvey Buffalo Heads 
Kemper Brazilian Operation 


Harvey A. Buffalo, formerly executive 
secretary of James S. Kemper & Co, 
has been named general manager of 


Kemper operations in Brazil. 

David W. Shand Jr., will assume Mr. 
Buffalo’s previous responsibilities. Wide- 
ly experienced, Mr. Shand was most re- 
cently controller of the Zurich. His re- 
sponsibilities have included data proces- 
sing methods and procedures, accounting, 
purchasing, personal training and under- 
writing. 

He is a graduate of Yale University 
and the New York University School of 
Business. 

Mr. Buffalo joined the Kemper In- 
surance organization in early 1960 after 
14 years’ experience with the U. S. For- 
eign service. Prior to his diplomatic 
career, he served as assistant regional 
director to the Surplus Marketing Ad- 
ministration program for 13 southern 
states. 


H. W. Sims Promoted to be 


ACCO’s Oklahoma Manager 
Harold W. Sims, CPCU,. has been 


named manager of American Casualty’s 
Oklahoma City branch office, replacing 
A. E. Brookes who ‘has retired. 

Prior to this promotion, Mr. Sims had 
been ACCO’s production manager. in: At- 
lanta. He started his ‘insurance: career 
following graduation from Georgia Tech. 
He has served in underwriting and pro- 
duction capacities in both Louisiana and 
Georgi ia. He received his CPCU designa- 
tion in 1957. 
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Program Ready for Big 65th Annual 
Meeting of NAMIC in N. Y. Oct. 1-4 


Indianapolis, September 7—Insurance 
marketing for the future will be a dom- 
inant subject among feature talks to be 
presented during the 65th annual con- 
vention of tthe National Association of 
Mutual Insurance Companies when it 
meets in New York City October 1-4 at 
the Statler-Hilton Hotel. 

Twelve mutual groups meeting during 
the three day convention will open in a 
general session on Monday to hear New 
York State Superintendent of Insurance 
Thomas Thacher speak. W. T. James, 
Ir., Irvington, Va., president of NAMIC, 
who will preside at the opening session, 
will also deliver his presidential message. 
Climax speaker on the morning program 
will be Leonard E. Reed, president of the 
Foundation for ‘Economic Education, 
Inc., Irvington-on-Hudson, N. Y., the 
organization which through research in- 
terprets current issues in the light of 
private property, free market and limited 
government principles. 

\ topic of vital interest to the entire 
insurance industry, “The Health Insur- 
ance Complex” will be dealt with by Ar- 
dell T. Everett, second vice president, 
Prudential Insurance Company of Amer- 
ica, Newark, N. J., at the National Af- 
fairs luncheon Monday noon. 


Other Program Features 


“The Future of Property Casualty 
3usiness by 1970” will be the challenging 
topic of Dean Edwin S. Overman, direc- 
tor of examinations, American Institute 
for Property and Liability Underwriters, 
Inc., in addressing a joint session Mon- 
day afternoon, October 2. 

Robert S. Barber, West Bend Mutual, 
West Bend, Wisc. and Wilkiam W. 
Swayze, III, Farmers Mutual of Wilming- 
ton, Del., will each treat topics related 
to problems involved when a fire com- 
pany goes into multiple line writing. 
This joint program will be attended by 
members of the Conference of Mutual 
Casualty Companies, the Fire and Allied 
Lines Conference and the Federation ol 
Mutual Fire Insurance Companies. 


American Mutual Alliance Program 


An analysis of current trends and prob- 
lems in mutual property-casualty insur- 
ance will be presented by H. W. Yount, 
executive vice president, Liberty Mutual, 
Boston, and president of the American 
Mutual Insurance Alliance, as he opens 
their midyear meeting on Tuesday, Oc- 
tober 3. 

Other topics on the Alliance program 
will be current prospects in the field of 
insurance-government relationship, with 
emphasis on Federal areas. The changing 
situation in insurance company taxation 
will be the subject of George D. Has- 
kell, secretary of the Mutual Insurance 
Committee on Federal Taxation, Chicago. 

Management of mutual insurance com- 
pany investment portfolios under present 
and prospective economic conditions will 
be discussed by H. S. Cherry, senior vice 
president of ‘the investment counsel firm 
of Lionel D. Edie & Co., New York, 
which is active in this field. 

The speaker at the annual advertising 
sales luncheon on Tuesday, Oct. 3, will be 
Walter H. Johnson, Jr., general corpor- 
ate executive, Interpublic, Inc., New 
York, who will outline the growing im- 
portance of the marketing concept in 
American business generally. 

The marketing theme will be carried 
through the afternoon session of the 
Alliance’s midyear meeting. Eugene 
Mapel, vice president, Chase Manhattan 
Bank, New York, will describe how the 
concept has been applied successfully in 
the banking field in recent years. J. N. 
Cosgrove, associate editor, The National 
Underwriter, will outline marketing de- 
velopments in the property-casualty in- 
surance business. 

The Advertising Sales Conference of 
the (Alliance will hold working sessions 
on Monday afternoon, October 2 and 


Wednesday morning, October 4. Mon- 
day’s program will be devoted to an an- 
alysis of winning entries in the 27th 
annual advertising sales competition. The 
exhibits of winning entries will be on dis- 
play throughout the four days of the 
convention. On Wednesday the Ad-Sales 


session will begin with a breakfast, then 
a round table discussion on ad-sales ques- 
tions. 

Additional groups holding meetings 
will be the Transportation Insurance 
Rating Bureau, the Mutual Loss Re- 
search Bureau, the National Federation 
of Grange Mutual Insurance Companies, 
and the Mutual Insurance Council of 
Editors. 

Special events occurring will be the 
announcement of the W. A. Rutledge 
Memorial Award winning thesis, the Na- 
tional Youth Fire Safety award for 
meritorious achievement in rural fire pre- 





vention, and the publications evaluation 
sponsored by the Mutual Insurance 
Council of Editors. 

Nearly 20 booths of products and serv- 
ices related to insurance operations will 
be open for viewing for four days be- 
ginning October ‘1. 

Early reservations indicate that over 
1,100 delegates and wives will be attend- 
ing this 65th annual convention which is 
under the direction of general chairman, 
R. M. Stanton, Albany, secretary of the 
New York State (Central Organization 
of Cooperative Fire Insurance Cos., and 
co-chairman C. W. Silsby of New York 
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“Here and There” Observations on 
Insurance Shares Market Trends 


By SHEeLBy Cuttom Davis 
Managing Partner, Shelby Cullom Davis & Co., New York, N. Y. 


Specialists in Insurance Shares 


In this latest commentary by Mr. Davis on insurance stock trends he is not only 
“bullish” on life insurance shares but points to encouraging upward trends in fire-cas- 
ualty stocks. He observes that Hurricane Carla decimated values briefly “but the list 


snap ped back.” 


In particular, readers should take a look at Mr. Davis’ reference to 


“some mouth-watering values” in fire-casualty shares in this article which follows: 


The ride of the Valkyries in the 
famous Wagnerian Opera has been as 
nothing compared with the action of in- 
surance stocks during the past month. 
And those husbands who have sat un- 
comprehending through the Ring Cycle, 
sometimes given at the Metropolitan 
Opera House and annually in Munich 
before the war, are akin to the average 
investor in insurance shares today. As 
the King of Siam so succinctly put it: 
“It’s a puzzlement!” 

Insurance shares are the 


the rage at 


moment. There is no question about it. 
Here are some of the gains among life 
stocks in one brief month’s span: Postal 
Life up 40%, Quaker City up 39%, Lib- 
erty Life of Greenville 26%, Southwest- 
ern of Dallas 24%, American Life of Gal- 
veston 23%, Commonwealth of Louis- 
ville and College Life of Indianapolis up 
21%, Southland 20%, Kansas City Life 
19%, Great-West 18%, United Services, 
Franklin Life, Lamar, Life of Virginia 
and Monumental, all up 17%. 

Nor have the fire-casualty stocks been 


placid. American Fidelity & Casualty of 
Richmond jumped 33%, Universal 24% 
and the Bellweathers, Hartford Fire and 
Continental Insurance 14% and 13% re- 
spectively. 

Contributing to the heavy rise of in- 
surance stocks has been a growing dis- 
illusionment with some of the growth 
industrial stocks star performers of 
yesteryear. One, two and three years 
ago Texas Instruments, General Dynam- 
ics and Transitron were names to con- 
jure with. These stocks simply could 
do no wrong and besides, were they not 
in the rocket-like electronics field? 

Insurance Stocks Leading the Van 

Yet today the bitter dregs of disil- 
lusionment have overtaken these stocks, 
due to heightened competition and re- 
duced profit margins. They are stand- 
ing at one half or less of their highs 
this year while the market as a whole 
has gone into new high ground with in- 
surance stocks leading the van. 

So frequently in the past have inves- 
tors turned to the “tried and true,” the 
insurance stocks, when the going got 
rough elsewhere. And somehow or other, 
it always seems to get rough after a 
while despite the smooth going that the 
electronics had in their heyday. 

Investments are comparative, the same 





WELL DONE. Congratulations from the Prudential to 
Brokers recently awarded the Chartered Property and 
Casualty Underwriters Key. Congratulations for a job 
well done. The unfailingly high professional standards 
advocated by the Chartered Property and Casualty 


Underwriters reflect credit on the entire insurance industry. 
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as everything else. It is not just that in- 
surance stocks are so much better jin 
August-September, 1961, but that other 
stocks are worse. The market is acting 
a little bit like the girl who finally ac- 
cepts her patient suitor, not for any- 
thing particular he did at the moment 
but because his rival and her favorite 
turned out to be a bum. 

If the market is frequently makine a 
“bum” out of someone, it is certainl, 
not the insurance shares at the moment. 

Fire and casualty stocks with large 
common stock portfolios are now being 
investigated. They are in a very real 
sense investment trusts or mutual funds, 
without the sales load. True, the insur- 
ance business is thrown in for “good” 
measure although it has not been good 
the past few years. The record of insur- 
ance company investment management 
compares favorably with that of other 
professional managers. In buying many 
insurance company stocks one can ac- 
quire common stock portfolios at ab- 
surdly cheap discounts. 


Some Mouth-Watering Values 


Attention has been directed to the 
Corroon & Reynolds Group where an 
estimated $44 in common stocks is ob- 
tained in Globe & Republic, for example, 
for $26 or in American Equitable where 
an estimated $36 in high grade common 
stocks is obtainable at recent market 
price of $23. Great American has an 
estimated $80 of common stocks which 
can be bought in the current market 
for $58. Common stocks of the Phoenix 
of Hartford were recently worth $145 
per share for which an investor had to 
pay only $122. 

Continental Insurance, on the Big 
Board, had an estimated $80 in common 
stocks which could be acquired for only 
$66. Home Insurance Co. had $67 in 
commons compared with $61 recently. 

These are mouth-watering values on 
an absolute or comparative basis, pro- 
viding the insurance business is not 
going to run in the red indefinitely; pro- 
viding also that “blue chip” common 
stocks continue to remain good invest- 
ments. As the cold war intensifies and 
our own budgetary needs expand, there 
would seem to be no running for cover 
into bonds or cash in the near future. 
Common stocks should still have the call 
for sophisticated investors and where 
can they be bought more cheaply than 
in fire-casualty insurance stocks. 

That is the new look for the fire-cas- 
ualty group. Fire losses continue high 
and the hurricane season is upon us. 
Carla decimated values briefly but the 
list snapped back. By many reasonable 
standards fire-casualty stocks should be 
going down but the reverse is occurring. 
That is why the market is bewildering 
frequently but it is usually a case of 
new kinds of value becoming apparent 
to investors—in this case, the value of 
the fire-casualty common. stock port- 
folios. 

There is no special news to account 
for the avid interest in life shares. Life 
sales are up 6% for the year to date, a 
respectable advance. Most of this, how- 
ever, has been in new Group life busi- 
ness which is probably less profitable. 

Again it is the new values for which 
investors are looking which explains the 


interest. Specifically, life stocks are 
vehicles which will benefit from the 
family “explosion” coming along very 


soon now, from high interest rates and 
from any signficant improvement in mor- 
tality. People want to live longer and 
will be inclined to give their votes to 
the party which promises plans for 
bringing this about. And life stocks, too, 
have benefited from the disillusionment 
in other growth industrial shares. 

A year ago one could buy good life 
stocks at 10-15 times total adjusted earn- 
ings while growth “glamour’ industrial 
shares were commanding 80 times. Now 
life stocks have moved into the 17-25 
times earnings bracket while some of 
the “glamour” high fliers have come 
down to 40 times. On this standard the 
life stocks still seem attractive and this 
continues to influence buying. 


Sep:ember 18, 1961 The Eastern Underwriter 


— 
=—— 











REINSURANCE 


TRENDS 


can become fixed changes 
overnight, requiring new 
insurance forms—quick! 


Alert underwriters come 
up promptly with the new 
covers, backed by their 
reinsurers’ service, with 
increased security and ca- 
pacity. 

There's always a job for 
Reinsurance. Employers 
serice covers fully in 


MULTIPLE LINES 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


NEW YORK CHICAGO SAN FRANCISCO 
107 William St. 175 W. Jackson 100 Bush St. 














Page 42 


The Eastern Underwriter 





September 18, 196] 





THE EASTERN UNDERWRITER 





J. Owen STALson 
President and Publisher 





Editorial Division 


CLARENCE AXMAN, Editor 
ANNE MILLER, Asst. Managing Editor 
Epwin N. Eacer, Associate Editor 


L. JEROME PHILP, Managing Editor 
W. L. Crapp, Associate Editor 
O.iver J. Jones, Associate Editor 


Swney S. WHIPPLE, Assistant Editor G. MARGUERITE SAMUELS, Editorial Asst. 





Business Division 


W. L. Crapp, Vice President-Advertising 


E.izaBETH V. McGinty, Assistant Manager 





Subscription price in the United States and possessions, $7.50 a year. 
Foreign countries $10.50 a year. 


tions, $9 a year. 


Canadian subscrip- 
Single copies 30c. 


Remittances from outside the United States by Postal or Express Money Order or by Bank 


Draft, payable in United States Funds. 


Office and place of business 93-99 Nassau St., 


New York 38, N. Y. WOrth 2-4868. 





ACTION ON CATASTROPHES 


“Service” and “in the public interest” 
are genuine expressions so often abused, 


called 


“service” 


however, that sometimes they are 


“nasty words.” It is true that 


is sometimes lacking in insurance, thus 


from other 
offer 


owners in 


encouraging competition 


companies and agents who price 


concessions to property lieu 


of the missing service. “In the public 


interest” may well be used legitimately 


as an expression but frequently is em- 


ployed to cover up selfish interests of 


pressure groups, not only in insurance 
but in all lines of business activity and 
political endeavor. Hence there has 
developed, as the consequence of sad 


the “show me, not tell me” 


many 


experiences, 
attitude by 
services. 


buyers of goods and 


Insurance is not lacking in “show me” 
And 
demonstrations of 


performances. one of the most 


powerful rendering 
real service in the public interest is in 
this 
inspection, 


right at moment in con- 


nection with 


progress 
and 
payment of losses arising out of Hurri- 
cane Carla along the the 
United States. No sooner had it become 


adjustment 
Gulf 


Coast of 


known, when the hurricane was still at 
sea, that a disaster of major proportions 


was likely to ensue, than the property 
insurance industry, stock and mutual, 
put into action their catastrophe plans 


to facilitate 
thousands of 


adjustment service for the 


unfortunate property own- 
ers suffering insured losses 

These catastrophe plans were initiated 
a decade or more 
improved over the years. 
procedures whereby 
pendent adjusters, 


ago and have been 
They embrace 
companies, inde- 
local agents and others 
coordinate their efforts so that the max- 
imum efficiency in expediting claims and 
serving the needs of the stricken public 
may be attained, 
confusion and 
Tested in many 
plans today 
and rehabilitation beyond anything 
thought possible in years past. Perhaps 
further improvements may be developed 
in the future, but right now the public— 


minimum of 
duplication of effort. 
adjusting 


with a 


disasters, the 


speed rebuilding, repairing 


whether small property owner or huge 
industrial operations—is receiving the best 


service the insurance industry has evolved 
over years of study and experimenta- 
tion. 

The General Adjustment Bureau 
nounced that on September 8, when it 
became evident Carla would strike the 
Coast, the national catastrophe 
plan was put into operation. Over 450 
adjusters were sent to the various storm 
locations, including 100 men from 
Western field, 78 from the Southeastern, 
75 from the Eastern area, 50 from the 


an- 


Texas 


the 


Pacific Coast and 150 adjusters from 
the Southwestern department. These 
adjusters went to disbursing points in 


Houston and Beaumont, Tex. and 
They traveled over that 
week-end to be on hand when the first 


storm losses occurred. 


Alexandria, La. 


As the storm progressed these men 
were fanned out to special storm offices. 
There are generally disputes over liability 
for wave wash losses on fixed property 
so senior adjusters and supervisors ex- 
perienced those claims became avail- 
able for handling such major losses as 
have occurred. 

The National Under- 
writers dispatched its general adjuster, 


3oard of Fire 
his special assistant and seven other men 
to Houston before the full force of Carla 
hit the After 
setting up offices, stock 


coast. organizing and 
and mutual com- 

adjusters will 
and repairmen’s groups 
means of expediting re- 


pany supervising meet 
with contractors 
to work out 
pairs. As storm offices receive notices of 
agents adjusters 
will contact insureds, examine damage 
and agree upon the losses. After agree- 


ment is reached with insureds as to losses 


losses from insurance 


the adjusters will handle the necessary 
paper work and send the loss forms to 
the companies for prompt payment of 
claims. 


Mr. and Mrs. Walter L. Hays of Or- 
lando, Fla., are now on a three weeks’ 
visit in London, England. As president 
of American Fire & Casualty and Amer- 
ican Independent Reinsurance Co., both 
of Orlando, Mr. Hays will handle busi- 
ness matters of those companies while in 
London. They sailed for Southampton 
on September 1 on the S. S. America and 
will return to New York October 4 on 
the same boat. Mr. Hays will be back 
in his office in Orlando October 11, di- 
recting the affairs of his companies. 


——. 
—== 





Arnold W. McClure, Hartford insur- 
ance agent, addressed the Chester Rotary 


Club in Connecticut on September 6 
describing the new Connecticut 65 Plan. 
This provides medical insurance for 
state residents 65 years of age and older. 
Mr. McClure is a member of the promo- 
tion committee of the Associated Con- 
necticut Health Insurance Companies. 


* * * 


Robert O’Leary of Equitable Society's 
Broad Agency in Cleveland has been 
named president of the company’s Group 
Millionaries Club for fiscal year 1961. 
Named vice president was Paul DeF. 
Hicks of the Queally Agency in New 
York, while Louis Ilse, associate man- 
ager of Equitable’s Group department, 
will serve a second term as secretary. 
Mr. O’Leary became a Group Millionaire 
in his first year as an agent with The 
Equitable and has qualified for Club 
honors nine consecutive years. He has 
captured the Club’s National Head Man 
award five times. 


* * * 


Davis T. Ratcliffe, senior instructor at 
the Day School of the Insurance Society 
of New York, has joined the faculty of 
Mohawk V alley Technical Institute, 
Utica, N. Y., as instructor in the bank- 
ing, insurance and real estate depart- 
ment. The two-year community college 
is a member of the State University of 
New York. A native of Richmond, Va., 
and an attorney-at-Law, Mr. Ratcliffe 
joins the college with 26 years’ expe- 
rience in insurance, 14 of them as man- 
ager or instructor in insurance educa- 
tion. He received his B.S. and LL.B. de- 
grees from the University of Richmond. 
After practicing law there, he joined 
Fidelity and (Casualty for three years and 
then worked 19 years with the New Am- 
sterdam Casualty. Since 1945, Mr. Rat- 
cliffe has worked in insurance education. 
For eight years he was educational di- 
rector for the New Amsterdam and taught 
five years at the University of Baltimore. 
In 1953 he joined Maryland Casualty as 
manager of the education department. 
For two years, 1954-1956, he was casualty 
underwriter for the New Amsterdam. 


“ek ae 


FP ary! Scott Whipple, assistant editor 
The Eastern Underwriter, who is the 
son of Mr. and Mrs. Sidney H. Whipple 
of West Hartford, '(Conn., was married 
on September 9 to Linda Anne Leslie, 
daughter of Mr. and Mrs. Samuel Royce 


Leslie of Bloomfield, Conn. The Rev. 
Wallace Grant Fiske, minister of the 
Church of the Redeemer, Universalist, 


West Hartford, performed the ceremony 
and thereafter a reception was held at 
the Hartford Golf Club. The couple 
spent their honeymoon on Cape Cod. The 
bride attended Central Connecticut State 
College and the University of Hartford. 
Mr. Whipple, a graduate of Washington 
and Lee University, joined the staff of 
The Eastern Underwriter about 2% 
years ago and handles casualty, ourety, 
autmobile and health insurance news. 
His father is district sales manager of 
Retail Credit Co. in Hartford. 


* * * 


Richard G. Caffery has joined 
Springfield-Monarch Insurance ‘Com- 
panies of Springfield, Mass., as special 
agent in Connecticut. A graduate of 
Rutgers University, (Mr. 'Caffery also 
attended the School of Insurance of New 
York. For the past five years he has 
been associated with the Atlantic Insur- 
ance Companies. Mr. (Caffery is a Ist 


the 


Lieutenant in the U. S. Army Reserve 
Corps. 


Lloyd Foster of Kingston, Jamaica, 
West Indies, was a visitor for the first 
time to New York City last week and he 
enjoyed every minute of this stay. He js 
assistant manager of Milholland, Ashen- 
heim & Stone, one of the larger agen- 
dies in Kingston which has represented 
the London & Lancashire for many 
years. A graduate of Howard University, 
W ashington, D. C., where he excelled in 
swimming and tennis, Mr. Foster star ted 
his insurance career with the Jamaica 
(W.1.) Cooperative Fire & General In- 
surance ‘Co. and since 1957 he has held 
his present post. He was entertained 
while in New York by J. R. Mainster, 
secretary of L. & L. in charge of ‘ts 
New York operations. 

mag Oe 


Raymond Walden, president of Na- 
tional Trust Life, Hollywood, Florida, 
recently met with Governor Farris Bryant 
in order to organize the Industrial 
Development Credit Corporation _ of 
Florida. This new facility will be de- 
signed to accommodate the financial 
needs of out of state industrial organ- 
izations relocating in Florida as well as 
the specialized needs of new Florida 
based plants. The financial service will 
be a powerful new instrument of the 
Florida Development Commission. 


* * * 


John Brewster Joyce and Camille 
Marcel Clipfel were married on Sep- 
tember 9 in First Church of Christ, Avon, 
Conn. Mr. Joyce is a son of Aubrey ie 
Joyce, vice president and controller of 
Connecticut General. The bride is daugh- 
ter of Mrs. C. William Clipfel of West 
Hartford. The groom attended Kings- 
wood School, Hartford; Corne!l Uni- 
versity and University of Connecticut, be- 
ing graduated from the latter. The bride at- 


tended Margery Webster School, Wash- 
ington, D. C. 
x * * 
Russell E. Stevens well known local 


agent at Bloomfield, N. J., and past presi- 
dent of the New Jersey Association of In- 
surance Agents, is soon to complete 55 
years in the insurance business. A native of 
Massachusetts he served stock companies 
for many years as fieldman and man- 
ager before he went to New Jersey to 
become a producer. He headed the New 
Jersey Association in 1950-51 and this 
year attended the annual convention at 
Atlantic City, full of vigor and looking 
to the future. His son, John N. Stevens, 
now serves on the state association exe:- 
utive committee. 


a 


Esther Johnson a Fellow of Society of 
Actuaries, has retired from Fidelity Mu- 
tual Life where she has been actuary 
since 1959. A graduate of Bryn Mawr, 
she joined the company after teaching 
mathematics in Pittsburgh for two years. 
Miss Johnson was the fourth woman to 
become a Fellow of the Society of Ac- 
tuaries. She has long been a standing 
member of the Geographical Society ol 
Philadelphia. 

a ie 


John Gooding, Jr., vice president of 
Griswold and Co., Inc., New York in- 
surance brokers, has been elected a 
director of Instruments for Industry, 
Inc., of Hicksville, N. Y., an independent 
developer of electronic systems and pre- 
cision components. Mr. Gooding is also 
vice president and a director of Frank 
& DuBois, Inc., New York insurance 
brokers and is a director of Applegate 
Land & Improvement Company of New 
York. A graduate of Trinity College in 
1931, Mr. Gooding is president of the 
Trinity College Alumni Association of 
New York. 
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WE INSURE THE PRICELESS, TOO! 


At last, one of the world’s rarest collections of art 
treasures was together under one roof. Behind the 
opening of the National Gallery of Art in Washing- 
ton, D.C., lay many years of intensive planning... 
huge expenditures. 

During this period, National Union Insurance 


Companies provided the competent underwriting 
personnel and insurance protection essential to the 
successful completion of the project. 

Fhe entire insurance program was designed and 
sold by Independent Agents, typical of the outstand- 
ing professionals who represent National Union. 


National Union Insurance Companies 


Pittsburgh, Pa. 


Casualty - Fire - Inland Marine - Ocean Marine 




















“How The American helped me turn 
a poor fleet risk into bonus business!” 


by a Pennsylvania insurance agent 


“One day I got an invitation to some business. . . but 
who’d want it? An automobile fleet’s adverse loss ratio 
for the past four years had resulted in refusal of the 
present carrier to renew coverage. 


“Nevertheless, I mentioned it to Dick Abraham, Spe- 
cial Agent for The American. He turned the problem over 
to Safety Engineer Harold Culin at The American’s 
Pittsburgh Branch Office. His review of the insured’s 
past experience showed that the accidents were small 
but frequent ... many resulting in minor property dam- 
age while backing up or parking. It was clearly a matter 
of unsafe driving practices. He recommended that a 
continuing safety program be installed. 


“The insured agreed and The American wrote the 
fleet at a premium based on previous experience—and 
picked up the Workmen’s Compensation and General 
Liability, as well. The American sent safety literature 
and monthly bulletins to the insured and his drivers. 
I even helped conduct quarterly safety meetings. Losses 
were drastically reduced, making subsequent premiums 
considerably lower. 


“To show his appreciation, when the insured formed 
another corporation a short time ago, he awarded me 
the entire insurance package including an Installment 
Sales policy with a $20,000 annual premium! Is it any 
wonder I always check The American FIRST?” 


You, too, can help yourself to extra income by 
taking advantage of The American's fine reputation, 
multiple line facilities and excellent branch office 
services ... offering authoritative underwriting, 
prompt policy-writing, expert engineering, pre- 
mium auditing and speedy claim attention. Con- 
tact your closest branch office. Let us prove to 
you that The American means business ... MORE 
BUSINESS FOR YOU. 
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NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 


AUTOMOBILE + BONDS + BURGLARY «+ FIRE & ALLIED LINES + GENERAL LIABILITY + GLASS 
GROUP ACCIDENT & HEALTH « INLAND & OCEAN MARINE + MULTIPLE PERIL * WORKMEN'S COMPENSATION 
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